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Bill iken 
Arch. Shoes 


Are you actually selling as many 


pairs of arch type shoes aS yOU 4927—Lad\ies’ Brown Kid Daypine Center 
> Buckle One-Strap, brown and white Ascot 
should: and brown suede trimmed, 15-8 covered 
a, leather top ue. 
























Even though you may have a $-8:'A, 18; B, 34: 
” : 8; C, 2%-8..... $3.15 

well-known and well-advertised 

line, are your arch shoes mov- 

ing as fast as you expected? 


Are the young women buying 
your arch shoes? Does your 
arch line appeal only to the more 
conservative ? 


There is a decided trend away 
from the plainer, heavier types 
of arch shoes. All women are one 

: kK ayzee 
style-conscious and to compel Pump, rey. Heard trimmed, as 

. . er ea! 

sales, light, airy, smartness must ee ir KAA, SMa AA. fb 1%- 
be embodied in arch type foot- 24-8709"). f..2 7 $3.15" 
4929 — Same style and 
wear. sizes _in Brown Rose- 
wy, Calf, Brown and 

. ° White Ascot 
Young women like the buoyancy  trimmed....$3.15 
and comfort to be found in arch 
shoes, but they also demand 
fashion’s newest ideas in their 


arch shoes. 


Your trade will be delighted 
with the smart style and trim- 
ness of BILLIKEN Arch 


Shoes. They are opulent with Te bis. ond white’ pyines 


ae ° ii - 
charm and distinction. er top. it a sorred x 
59:4. £0; B,’ 34.9: ¢ 
It is a pleasure to sell BILLI- 4918 —‘same"*****” 7 


KENS. Why not investigate in'Brom Caf 
this nationally known line, white’ Python 

‘A ree > trimmed.$3.15 
which combines the ultra-mod- f 
ern with positive corrective fea- 


tures. 


Drop us a line for catalog or 
salesman. 


oe McELROY-SLOAN 


“The Billiken Shoemakers” 
SAINT LOUIS MISSOURI 
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Cost No More 
Than They 
Need To—To 
Be the Fine 
Shoes They Are 


edigo 





“Made to 
Order” 


EDIGO-LAKE Shoes are “made to order” for 
p the fashion-wise woman who is discovering 
what $7.50 to $10.00 will buy today. She sees at 
a glance the beautiful styling—she experiences 
that superior comfort and lasting fit, not usually 
equaled and never excelled in any grade—regard- 
less of price. 


Pedigo-Lake Shoes are also “made to order” for 
the dealer who studies the profit-making possibil- 
ities in the present economic situation. Their 
appearance attracts the business, their value closes 
it, their fit and comfort hold it. 


Pe digo -lake Shoe (bo. 


SAINT LOUIS, MISSOURI 


Distinctively Fine Footwear for Women 


STYL” 
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OCTOBER BROWN Cle whirr of southbound birds, the crackle of leaves 
underfoot are no sure SEGNS of FALL ‘than NORWEGIAN CALF in 
Qcztober Brown, COLOR NO.6. A. F. GALLUN & ohns Goporation, 
Mihoaukeo; Woaconsin; GALLUN LEATHERS always standards of excellence. 
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In Stock—Immediate Delivery 
NEW Flex-Mode SHOES 


Plez-Mode footwear is of « cement construction with which we have been successful fer the past four years. 


BEAUTIFULLY MADE—SMARTLY STYLED—REASONABLY PRICED 















nn MARVEL 
on 6S Be ae Gere pump. tg twe inch Avene last, two inch Cuban severed Avenue last. 1%, Inch Cuban covered 
S400—Black satin kid with erey 8455—Black SUEDE vamp and 

stitching $4.68 8457—Bleck SUEDE vamp and an cay es an Drown 








EUGENIE 


Lisbon last, 2-ineh Cuban covered heel. 
Flex- Mode. 
8737—Li, my aun » et calf 






Lisben fast, tw inch Junior Louis heel. 
Flex-Mede. 


6730—Java brown kid, small per- 


foration with white under- 8738—Li gol vows calf 








__ pede treba $4.25 : ye 
oes satin: kid, small per- FA IRM ONT CAMERON i, “nnn ™ 
Pe « Avenue last, 2-Ineh leather hoot den lest. 1% lech Cuban tenthor 
6705—Light weight black calf...98.89  8700—Light weight black calf. ..$8.88 
8706—Light weight brown calf.. 8.65 8710—Light weight brown calf... 3.88 
FLEX-MODE SIZES IN STOCK 
BO ecdtatcddicieieadewaetavwdscies 5% te 9 
LY Sey ee ee ee EE Te te 
IE cig h WUE RCL E66 HER MRE aee 4% te 9 
ME cadet taadedecsies Cemdueapaeet ened 3% te 9 
auc ahdeeccccawicescusinrereeiesssa 3% to 8 
REGA Batra charge of 25c. per pair on all orders of lesa CEDRIC 
than three pairs. Eden last, as ee fates be Louls eovered 
Serie et Td, ee TERMS: ast—Biac » atin rye 
@728—Patent with grey silk 3%, Thirty Days kid interlace ............ $4.63 
Gtitohing ......cececceees $3.86 eee ~~ 2 SUEDE with patent 
@724—Light weight bleck calf Discount not allowed pio expiration of discount iatertace (Aug. 10th De- “a 




















BERNICE “ILONA RAE GARNET 


Neel, ieee OO ane Eden last, 1% - covered heel. Oetite baat, 2%, lost weed covered heel. eden inst, 9 tach Cuban covered heel. 
black calf. x Mede. - Mede. 
oe eli uede tongue C7 wees Met, oll 8726—Black satin kid 98.85 
8707—Black calf gore with grey th small black suede in- jj. 44§.:« 8726 Black satin kid........... 
ae ee $4.00 Iizard and black calf bow. $3.85 lay at throat -...--.....$3.88 | 8727—Prado brown kid.......... 3.88 


In stock folder showing seventy-five up-to-the-minute patterns will be sent on request. 


The KRIPPENDORF- DITTMANN COMPANY 


CINCINNATI, OHIO 
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A ONE-PIECE TOE 





The distinctive results obtained with Celastic Box 
Toes are due to the fusing qualities. The specially 
prepared fabric base serves principally as a car- 
rier for the Celastic compound. The compound is 
thoroughly softened with Celastic softener, so that 
at the lasting operation it readily penetrates the 
lining and doubler. The toe of the shoe is thus 
firmly united into one piece . . . producing that 
lightness, firmness, and smoothness which is so 


important. 

Celastic— The Quality Box Toe — is adapted to all 
grades of shoes, for its quality fits it for the best and 
its cost allows it to be used in the more moderately 
priced footwear. 


ll 








af 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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CUSTOM 
AAA to BE 









et en oe EE 
LA SALLE 
Ato E 







ae 8 ee eae 
WALL STREET 
AAAA to E 


$014 Black Calf Arch Support Insole.... 
014 Black Calf 
013 Tan Calf 





BLU-OXFORDS 
$04 Black Calf Arch Support Insole... 





COMBINATION 
A to E 








060 Black Kid, Kang. Tips. e 
$060 Same as we Arch Support — haeeteees Py 


seescccccceese$450 





056 poem BIG ccccsces PPTTTTTTT TTT TTT Tt 
$056 Black Rie. Arch Support aanermeses eecccee 4.85 
WAS BrORW TRIG ac oo sons hac ckaseoesacescscsies 4.85 
BROUWER 
RESEARCH 











No. 100 
AA toB 








IN STOCK CATALOG] STRATE LAST 








REG. U.S. PAT. OFFICE 


T is a poor business that 
does not protect its assets. 
The greatest asset a shoe man 
can have is the growing good 
will of those who wear his 
shoes. 


Musebeck Double-Arch Wear- 
Straight Shoes are made to 
build permanent good-will. 
A shoe made of the best of 
leathers and shoe construc- 
tion that gives a greater com- 
fort than found in any other 
make of shoe. 


The proof of the pudding is 
in the eating. Wear a pair 
yourself. 





All stock numbers prefixed with 
the letter S are made with arch 
support innersole as illustrated 
above. 





Terms 2% 20 Days, 30 Days Net 












































A to E 


5555 Black Kid .ssssccsvecccesesscscscsssecses $4.50 


BANKER 
AA to EEE 


56 Black Kid ...cccscccsccecccesesssccecccece 50 
$56 Black Kid, with Arch Support sneer je eccecece 4.85 
46 Brown Kid .......0e+--eeeeeeeeee ecececece 85 
COMBINATION 


AA to E 


60 Black Kid, Kang. Tips.............sse0000- $4.50 
$60 As above with Arch Supperi Insole........ eee 4.85 
2 8 errr ree 4.85 
SE OE ho cdcccceeessacctscsnsccessevece 4.50 
GB BE CO cc cecvccccccscccsccecescece 4.60 


ORTHOPEDIC 
AA to E 


30 Tan Calf, Overweight Viscol Sole........... 
50 Black Boarded Calf, Overweight Viscol Sole. . 
70 Black Kid, Kang. Tips 
$70 Same as above. 
C70 Black Kid, ge Insole... 
K74 Heavy Black K 
90 Black Calf .. 
95 Tan Calf 





BLU-OXFORDS 
070 Black Kid, Kang. 


$070 Same as above with ya Support Inside.. << 
POLICE SHOE 
No. 11 


$4.00 
AA to EE 















0170 Black Kid, Long Inside Orthopedic Heel...$4.85 
0175 Brown Kid, Long Inside Orthopedic Heel... 5.20 
$0170 Biack Kid, Arch Support Innersole........ 5. 
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MUSEBIECK 


DANVILLE, ILLINOIS 
5 





» 





& 








if Black Calf, Long Counter, Viscolized over- 
— double sole, Barbour Stormwelt Police 
$10 Black ‘Calf, Arch Support Innersole, Viscolized 
Overweight Double Sole, Barbour Stormwelt, 

Long Inside Orthopedic Heel, Price.......... $4. 






THESE 


SOLES 


ON THE BOTTOM 
HELP SHOE SALES 
TO THE 































EW people today buy 
shoes at a glance. They 
demand well-built shoes. 





They want comfort and 





style of course. 


But, beyond those things, they’re 
| looking sharp for long, hard wear. 


There is no way so sure to please 
these folks as to sell them shoes 
equipped with Goodyear Wingfoot 
Soles. 


They know these soles. They know 
they’re tough. They know they mean 
economy and long-lived shoes. 


More than that, Goodyear Wingfoot 
Soles are waterproof, resilient, 
easy-walking—and they keep shoes 


in shape. 


Feature them to the great market 
of buyers, who want economy. They 
are just the kind of soles to please 
active children, salesmen, mailmen 
—and all whose first demand is for 


“mileage” in a shoe. 
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WINGFOOT SOLE 






























NO MARRED FLOORS! 




















IN 
STOCK 





The Opera 








Built over 1982 Last with 19/8 Louis Heel. 
No. 196—Patent Leather ................ 5 


Also built over 1881 Last with 18/8 Louis Heel 
Ne. 165—Patent Leather .............. $3.85 


The Gloria 


4 9 
AAAA’s to C's No. 101—Dull Kid 





Built over Bs Last with 20/8 Louis Heel. 
Ne. 200—Black Faillette, Patent Trim. ..$3.60 
Ne. 201—Dull Black Kid, Patent Trim.. 4.00 

No. 203—Black Suede, Patent Trim...... 4.50 


These Are Only a Few of Our Many Smart Styles 
Write today for Free Catalog of Complete Line. 


/ DYER & HALL, INC., 








AUBURN 





Built over 2081 Last with 26/8 Louis Heel. 


MMMM. 21. <5 cacescecsaccceconateteretettetess ext see $3.75 
No. 104—Black Faiiletie ..*. : 
1 to 9 SEPOMMEEIEET , =... coc cc cs cccccaecescecoesss chase 3.35 1 to 9 
No. 168—All Brown Kid t 
UTHER. << coc occccecicsetncs cadescncoeccrsdbercos 4.20 


SMART SIMPLICITY 


The smart simplicity of these 
Dyer & Hall Fall Styles has 
met with tremendous favor 
everywhere. They are some 
of the fastest selling numbers 
we have ever offered and you 
can handle them with a mini- 
mum investment because our 
fast In-Stock Department as- 
sures you of quick fill-in when 
you want them. Your order 
will be shipped the day it ar- 
rives. Send it in today and 
speed up your turnover. 


The Pajama Sandal 












Built over 1982 on with 19/8 Louis Heel. 
No. 174—Patent Leather ............++: $3.80 
No. 175—Biack Faillette ............+++ 3.70 
No. 176—Dull Kid ............ coe 
No. 246—White Diadem Moire. . ee 
247—Black Diadem Moire... ooo 3 
No. 248—Black Suede ...........sseeeeee 4.65 
249—White Kid .......c.cseeeeeeee 4.65 


bbe. 














») 





The Rachel 








Built over 1580 Last —— 15/8 Cuban Hod. 


No. 234—Dull Black Kid..............- $3. 
No. 235—Brown Kid .....ceseccccceces 4.40 
The Anita 





Built over 1881 Last with 18/8 Louis Heel. 
fie. 219—Dull Black Kid, Patent Trim. 25 
. 220—Brown Kid, Brown Patent Trim. 4.75 
Ne. 221—Black Suede, Patent Trim...... 4.7 
No. 222—Black Moire, Patent Trim...... 3.90 
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| Next Week 
You Will Find 
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NEW YORK—SEPTEMBER 26, 1931 
Industry’s School of Style 
NDUSTRY’S School of Style is pre- IN THIS ISSUE 
ceded by our preface to Spring, to 
be issued Oct. 3. In this number, we 
| plan so to interpret the new colors for | Voice of the Trade...............-.-- Observations and Comment.......... 1 
) we ge as hs give - industry a picture 
i e ° ‘“ : ’ 
} —— Hach. pe Be will 1 “ag eam d Broadway Evolves New Men’s Shoe Style. . High Heel Models, Light in Weight... 14 
as to its place in garmentry and its 
purpose in the fashion economics of the | To Move More Merchandise............ More Sales Ideas Needed........... 16 
new season. 
The tanner will put his best foot | A Million Dollars Worth of Ideas........ To Get More Shoes Sold Right....... 18 
foremost with new colors, new leathers 
—— Sree Phe 9° geo a Trends on Fifth Avenue............... By Madame Hamilton Jeffries....... 20 
| f supplies will, thi 
) “Spirit of Spring.” "aes dean Stetson and Arnold Merge............. Important Development in New 
| fore, is the issue preceding the Styles England [ndustty.c.. 6... cesses. 21 
Conference for it may keynote the 
policies of an industry. From the Editor’s Angle............... By Arthur D. Anderson.........+++ 22 
In the same issue—a practical prob- 
lem: Suppose a merchant sells 500 | Right Styles for Fall................-.. Stressed in Current Ads.........--- 24 


pairs of $6.00 shoes and 450 pairs of 
$8.00 shoes and 350 pairs of $10.00 
shoes—what is the best seller? You 
will have to read the story to find the 
answer. 


To Control Overproduction............. 
Shoe Store Service Section............. 


Things to Do Every Store Day in October. 


Vv 





And Co-ordinate It with Consumption 32 


A Monthly Recorder Feature......... 41 
Monthly Merchandising Calendar.... 44 
About People and the Trade....... 55 


Changes, Embarrassments, New Stores. 77 
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An Important Announcement 


To Retail Merchants Who 
Want More Profit from Men’s Shoes 


Within the next ten days we shall announce 
details of an exceptional shoe Merchandising Pro- 
gram. This Program offers the retail merchant 
an unusual opportunity to substantially increase 
both sales fs and profit. 

This program is unique; its promise is bright. 
It includes a five dollar men’s slik of exceptional 
quality, the control of the greatest single source 
of loss in the retail shoe business, and the creation 
of increased sales volume. 

These elements combine to form an exceptional 
Merchandising Program based upon an excep- 
tional men’s shoe to retail at five dollars. 


The Shoe 


The shoe is the Curtis Efficiency Five. It is the 
product of men who have been making shoes for 
three generations, of men who know that today a 
five dollar shoe can be built to equal or excel the 
$7.50 shoe of three years ago — and have done it. 
The Curtis Efficiency Five includes an array of 
features which we believe is not duplicated in 
~ other shoe at the price. 

hat is necessarily an important advantage to 
the shoe retailer. 

In addition to that advantage, there are added 
advantages of fit and comfort which to many ap- 

ar hopelessly extravagant in a five dollar shoe. 
We shall later detail these advantages. It is suffi- 
cient to say here that these “ extravagances ” have 


created a demand sufficient to operate the Curtis 
factory at capacity throughout the dullest nine 
months of this depression. This demand con- 
tinues to grow despite current slackening in the 
shoe industry as a whole. 

Through Efficiency Construction Methods fea- 
tures have been originated which were unknown 
three -years ago in shoes that cost half again as 
much as the Curtis Efficiency Five. 

In these advances in factory methods we leave 
little undone that will assure exceptional quality. 
comfort, fit and appearance that lasts. 

As a consequence, the value of the Curtis Effi- 
ciency Five offers an outstanding opportunity for 
increased sales and enlarged profits. 

This opportunity is to be fully capitalized 
through a retail Merchandising Program which is 
as outstanding as the shoe. 


The Program 


The details of this Program contain elements 
new to shoe merchandising; they combine factors 
which at once are both striking and effective, and 
pave the way to substantially greater earnings for 
the retail merchant. 

These details will be announced, by mail, to 
pe retail merchants in selected centers. 

his announcement will be made within the 
next ten days. 











CURTIS SHOE CO., Ine. 


MARLBORO, 


MASSACHUSETTS 
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H. Ellsworth Vines, Jr. 


—an hour after he had won the 
United States Tennis Champion- 
ship—hurried down the ramp to 
catch the train for Detroit. For 
all of his honors, he was still a 
boy of 19. George Gayou, of our 
staff, had the opposite lower on the 
“Detroiter.” A good newspaper 
man is out for a story at all times 





and here is what the youngest 
tennis champion on record told 
George: 

“I won the championship in a 
regular pair of tennis shoes— 
crepe sole, canvas top, cushion heel 
and I paid $3.00 for them, in Los 
Angeles. I played in that pair of 
shoes right through the matches, 
in fact all season, but they fit and 
that is important because if they 
don’t they'll slip and rub a blister, 
which can give you plenty of 
trouble in a match. Playing in a 
pair of cheap shoes that don’t fit 
is like playing in your bare feet. 
The size of the shoe is 9%.” 

They parted the best of friends 
at Detroit, where the lad played 
again in tournament, hopping the 
train the next night for the all- 
star games at Pasadena. This week 
he returns to the University of 
Southern California. Youth will 
be served. 

Until a year ago last July, the 
name of Vines was almost un- 
known outside of his native baili- 
wick and he only started playing 








Boot AND SHOE RECORDER 








September 26, 1931 


The VOICE of the TRADE 


OOT ann SHOE > 


DER 


Vol. C, No. 3 


tournament tennis five years ago. 
He is probably the youngest-look- 
ing player ever to win the national 
crown. What is more, he sets so 
impeccable an example of sports- 
manlike deportment that it is good 
for the game to have as tennis 
champion so unaffected, modest 
and likable a lad. His foot work 
is the amazement of the tennis 
world. He fortunately has an op- 
portunity in California of playing 
tennis the year around and re- 
turns homeward the greatest ama- 


teur player in all the United 
States. 

* * * 

The golden days of 


manufacturing for chain stores is 
about over. Up to January, 1930, 
volume manufacturers could ac- 
cept orders that were complete 
coverage of department store and 
chain store demands for a season. 
Orders in the thousand cases were 
the rule rather than the exception. 





Now, with chains buying from 
hand to mouth, the volume maker 
must carry shoes in stock—and 
believe it or not, a single pair 
order is an eye-sore when it comes 
from a two hundred store chain. 


* * * 


A. B. Young, 
of Los Angeles, has found that 
it pays to mix brains and shoes. 
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Flis nine stores selling men’s shoes 
are now operating at $5.00, $6.50 
and $8.50—in proof that three tar- 
gets are better than the fixed price 
providing you encourage clerks to 
be real salesmen. The opening of 


€R 
ne 


ow’ 





his first store is still remembered 
for its startling introduction. The 
entire front of the store was con- 
cealed and a huge poster read: 
“For Men Only.” He cleaned his 
stock in a week and made a repu- 
tation in that show town for shoes. 

Speaking about unique open- 
ings, a merchant in Chicago was 
going to open up with a sur- 
prise introduction copied from the 
Young Plan—only in his case he 
couldn’t use the original idea in 
a family store. He had every- 
thing ready and the poster paint- 
ed: “Come Here for Fits” when 
friend wife (domestic partner) 
persuaded him to open cold—trade 
has been listless and lifeless ever 


since. 
* * * 


P restoration 
23/1000 of an inch is one of the 
smallest dimensions in commercial 
use, in shoemaking. The per- 
forations on tips of many shoes 
are made by tubes of hardened 
steel drilled to this fine dimension. 
The drill is slimmer than a cam- 
bric needle. It’s a wonder how it 
makes its way through leather. It 


does it; otherwise there would be 
no fine perforations on tips of 
shoes. 


* * * 


‘Tae manufacturers sat 
in at a creditors’ meeting. Two 
of them said: “Bill has been a 
regular fellow these many years. 
Through no fault of his own, he 
is in deep water. Goodness knows 
we can’t afford to lose our slice 
(and it’s considerable) but after 





losing. It hurts for the time being 
just like a loss in a poker game 
but we are all friends. We'll go 
with him and set him up again.” 
The third manufacturer, with a 
minority claim, held out for his 
share even though it went to the 


bankruptcy court. Strange to re- 
late, the third manufacturer had 
been doing business with that 
store for nearly twenty years. It’s 
only money, after all! 

x *° x 


the State of Maine 


reports tremendous increase in 
shoemaking over 1930. Sanger N. 
Annis, bank commissioner, also re- 
ports: 

“Maine has made banking his- 
tory in the past four years, and 
stands alone as the one State in 
the Union without a failure to tie 
up a single dollar of bank deposits. 
Even during the past two years 
with more than 2000 bank failures 
in this country, Maine has kept a 
clean slate.” 

At least the shoemaker knows 
that the dollar he makes is safe in 
the bank. 


* * * 


Maerris L. Cowen 


from Miami has completed a 
good-will tour of the shoe manu- 
facturing centers to see and to 
sense the trend of shoemaking. 
He hit sixteen shoe centers and 
visited seventy-two shoe stores, 
here, there and everywhere. He 


told how Cowen and Nankin op- 
erated and in return merchants 








PLUS SIGNS 


“BACK TO WORK!” is the order being 
heard from many quarters. Several hundred 
men will be recalled to the Youngstown 
plant of Aetna Standard Engineering Co. by 
increased production schedules. Two hun- 
dred have gone back to work at the Mengel 
Co. plant in Hickman, Ky. The Hartford 
plant of Underwood Elliott Fisher reopened 
last week with a return of 2700 workers 
after a full summer shut-down. Philadelphia 
& Reading Coal and Iron Co. is resuming 
operations at two mines closed last spring. 
Youngstown Sheet & Tube operations for 
the current week were 41 per cent of ca- 
pacity, higher than the average production 
rate for the past six weeks. Twenty-seven 
of sixty-six open-hearth furnaces in the 
Youngstown district are operating against 
nineteen a week ago. 

UNITED STATES EXPORTS of radio re- 
ceiving sets for the first seven months of 
1931 totaled $7,100,000 as against $4,680,- 
000 for the same period in 1930. 

ENDICOTT-JOHNSON CO. SALES for 
June, July and August of this year were 30 
per cent ahead of sales for the same months 
last year. For the last three months the 
company has been operating at full capacity 
of 780,000 pairs of shoes weekly. 

AUGUST BUILDING PERMITS in New 
York City rose 17.1 per cent over August, 
1930, and 92.8 per cent over July of this 
year. 

SALES OF CHRISTMAS GIFT SETS are 
running 80 per cent ahead of last year, the 
Pequot Mills report. Production has been 
doubled on this line, with the Danvers 
bleachery working 750 employees on a full 
time basis. 

STANDARD BRANDS INC. is erecting 
new buildings in Montreal and Kansas City, 


and increasing leased quarter space from 50 - 


to 100 per cent in Dallas, Richmond, Canton, 
Sacramento, New Brunswick, Stapleton, and 
New Haven. 

TAX COMMISSIONER LONG OF MASS- 
ACHUSETTS announced this week that 
more taxable gasoline was sold in the State 
in August than in August of 1929. The 
State collected taxes on 61,429,406 gallons 
last month, in contrast to 54,757,736 in the 
same month of 1929. 

BASED ON ESTIMATED RECORD SALES 
of $54,000,000 in the fiscal year ending 
Sept. 30, Walgreen Co. will probably report 
net profit of at least $1,800,000, equal to 
$1.75 a share. For the nine months ended 
Sept. 30, 1930 (12 mo. figures not available) 
earnings were $1.55. 

SALES OF WILLIAM WRIGLEY, JR. CO. 
for August were 20 per cent ahead of sales 
for August, 1930. 

ZONITE SALES during the first six 
months of 1931 gained 19.5 per cent over 
the same period last year. American Home 
Products, another drug concern, gained 7 
per cent in the same period. 

THE E. L. BRUCE CO. last week closed a 
contract with the United States Government 
for 2,000,000 sq. ft. if wood floor tile for 
the new Chicago Post Office now under con- 
struction. This is said to be the largest 
hardwood floor installation on record. 

TWO HUNDRED MEN, the first group of 
1000 who will be employed by the new 
roller-bearing division of the Ford Motor Co. 
plant in Detroit, reported for work Sept. 14. 

Compiled by SALES MANAGEMENT 








Boot AND SHOE RECORDER 
combining THE SHOP RETAILER, Sept. 26, 1931 





showed him their shoes and ser- 
vice. 

The four-thousand miles of 
friendship bring him and Herbert 
A. Katz back to the store with new 
selling ideas for the Fall season. 

* * * 


Or Egelhoff 
of Fond du Lac, Wis., has been 
appointed by the Wisconsin Shoe 
Retailers Association to work on a 
new plan of taxation to be pre- 
sented to the Wisconsin legisla- 
ture. The new system of taxation 
is devised so as not to force big 
business out of the State but to 
help big business meet competition 
of other States. It offers a live 
and let live policy to all on the 
basis of equitable taxation by 
proper assessment in place of over- 
assessment. When the law is 
passed, it will provide a greater 
equalization of taxation of all 
classes of people to benefit farmer, 
house-owner, small business man, 
laborer and the public in general. 

* * * 


Md 
Mannequin parades 


provide an attractive method of 
displaying frocks and the furbe- 
lows associated with them but they 
leave much to be desired as a 
means of presenting the chief 
features of footwear,” is the de- 
cision made by the directors of the 
Shoe and Leather Fair Society of 
London in abandoning the manne- 
quin parades. 


OUT 





The society further states: 
“Mannequin parades afford little 
or no opportunity for testing the 
real characteristics of the shoes 
shown.” 

In place of the living models, 
the feature of the London Show 
this week is a collective sample ex- 
hibit to give a bird’s-eye view, 
through three pairs per exhibitor, 
of the best in footwear that might 
be used as a reliable index of what 
the public will wear during the 
coming season. The collective ex- 
hibit is an attempt to condense in 
one display the shoes of a nation. 





































An Austin delivery 
car which stands ready to deliver 
shoes to all flagpole sitters and 
all others, is operating out of the 
Plankington Arcade of Milwau- 
kee. It is covered with clever ad- 
vertisements, publicizing “Osteo- 
path-ik” shoes made by the Allen 
Edmonds Shoe Company of Bel- 
gium, Wis. As a delivery car for 





a small article like a package of 
shoes, it is the best little service 
unit—for it combines speed, econ- 
omy and unique publicity. 

x * * 


Fe Frank James, 


vice-president of the Brown Shoe 
Company, knows his South and 
says: 

“Although it looks like cotton 
will sell for a very low price this 
year we anticipate fair business 
from that section inasmuch as 
foodstuff has been raised and the 
cotton which will be gathered this 
Fall will probably cost the planter 
less than any previous crop for 
many years. The Southern people, 
remembering the distress of last 
year, are canning and laying aside 
foodstuffs of all kinds for the 
coming Winter, which would indi- 
cate there will be no suffering in 
the South this Winter and that 
even with five or six cents a pound 
for cotton, sufficient money will be 
derived from their crop to pro- 
vide them with funds to buy 
necessities—especially footwear. 


* * * 


Edgar Davis, 
wealthy by destiny, rode over on 
the Merchants’ Limited from Bos- 
ton to New York the other day 
and revealed the fact that he was 
again tempting fate and fortune. 
Years and years ago, as a success- 
ful shoe salesman for Eaton of 
Brockton, he took a world-wide 
tour. Noting the development of 
rubber plantations in Sumatra, he 
spent ten years there and his first 
fortune was made. He came back 
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Ask Me Another 


—What is the effect of current prices of 
merchandise upon the mind of the cus- 
tomer? 

—There is little doubt but that false stand- 
ards of value are being set up. 

—Do you mean then that values have fallen 
along with prices? 

—lIn a great many instances, yes. While 
most stores have a definite policy govern- 
ing the standards of merchandise which 
they carry, | believe that even such stores 
in their anxiety for volume have been 
dropping below their standards, particu- 
larly on promotional merchandise. Dis- 
cerning shoppers are not being deceived, 
but many do not realize that lower prices 
often mean lower values as well. 


Sock GT... 


President. 





to New York and then, on a 
hunch, went to the oil fields of 


’ Texas. He sunk his entire fortune 


into a deep well and was on his 
last dollar, so to speak, when he 
hit the biggest gusher on record 
and reached new heights of wealth. 








Mr. Davis became nationally 
famous for backing the theatrical 
production, “The Ladder,” carry- 
ing the cost of the cast and the- 
ater, giving the tickets to the pub- 
lic free. His philanthropies in and 
around Brockton have run into the 
millions and most of them are 
anonymous. He believes that for- 
tune is part of his fate and is now 
digging the Texas well so deep 
that in all probability he will tap 
red hot oil. 

With all his diversified interests, 
he is at heart a shoe man ever. 

a 


W. W. Wilson 


who organized the Seven “W” As- 
sociation with the slogan “We Will 
Work, Won’t We? We Will,” is 
now a realtor in Quincy, Mass., and 
very much in the news in a heated 
controversy over the zoning of the 
city of Quincy. When he says “It 
is a pernicious piece of fake legis- 
lation,” we remember his vigorous 
battles in the N. S. R. A. 











Some Shoe Salesmen We Have Known 
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This young fellow always remembers the advice his first boss gave him: “Take a personal 


interest in your customers.” 















James Cagney, Warner and Vitaphone Pictures 


Broadway, the center of the 
theatrical world. Broadway, the gay, white way. 
Broadway, the stamping ground of the actors; those 
famous, those good, those bad and those aspiring to 
the footlights. Theaters, gay restaurants, night clubs, 
speakeasies and hotels all surround Broadway at Times 
Square. 

Those familiar with this famous section of New 
York compare it to a gossipy old woman, grinning 
and cackling at fortune and misfortune alike. News 
travels fast here; it may originate outside the famous 
Palace Theater, under the clock at the Astor Hotel 
or in the dim light of a popular speakeasy, but in a 
short time everyone on Broadway hears of it and 
then it’s old stuff. 

Strange to say, style in men’s clothing travels al- 
most as fast as the gossip. Some lad who has made 
good has his suits tailored to fit him just a little tighter 
around the waist, or broader in the shoulders, or in 
some new pattern. What happens? The Broadway 
tailors get busy and then there’s a new style. 

These same tailors are very definite on what will be 
the popular style and colors this fall for the Broad- 
way boys. They know New York’s Main Street well. 
and they know how to anticipate these style changes. 
These styles are, for the most part, exaggerated and 
flashy—what we would term in these days “jazzy.” 
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BROADWAY 


High Heel Models, Light in Weight 
and Trim of Line, Popular with the 
Young Chaps Whose Interests Cen- 
ter in and about the Sporting World 





This fall the tailors and clothing establishments along 
Broadway are featuring broad shoulders and tight- 
fitting waists in single and double-breasted models. 
That one-and-two button single-breasteds will con- 
tinue to average about 75 per cent, while the double 
breasted holds its own with the remaining 25 per cent. 
The double breasted coat is popular but there are very 
few men who can wear it and get away with it. The 
colors, plain twills in grays, black and white, greens, 
bright blues and, of course, bright browns will be 
right at the front. There will be a tendency toward 
stripes this fall and winter. 

Topcoats will be double-breasted, broad shoulders, 
fitted around the waist and with half belts. Mixtures 
of brown and white and black and white will be 

popular along with cam- 


el’s hair. coats. Black 
and white twills will be 
featured. 


In front of the Palace 
Theatre noontimes— 
which is the daily open air 
forum of the vaudevil- 
lians—passersby get an 
eyeful of the newest 
whims of Broadway 
styles. Right now the high crowned Homberg hats ; 
stiff white collars, stiff bosom shirts; trousers that 
fit tight way up over the hips, of the Spanish Adagio 
dancer type; coats pinched in at the waists and 
sharply padded at the shoulders. As for the vests, 
they are eye-filling, to say the least. Checked ging- 
hams of red, blue or green with wide lapels of solid 
colors cause the wearers to glow with.pride. 

Up to a couple of days.ago, those of-the sporting 
and theatrical fraternity favored shoes of the flat heel, 
dancing, character. Light weight high heel shoes 
were accepted as soon as shown, for they were pre- 
cisely what the sportive boys desired. The features 
of lightness,- added height and short appearance 
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appealed to all. Shoes having these characteristics 
are never bought by the man wearing tweeds or 
English clothing. 

Actors are responsible in a large measure for the 
introduction and adaption of the high heeled shoes, 
the country over. Smartly dressed gangsters—from 
their standpoint—too, liked the features of this shoe 
and did their bit in spreading its popularity. Soon 
the regular man in the street took notice, so that now 
almost as many of the light weight, high heeled shoes 
are seen in the cloak and suit district as in the sportive 
sections. 

This typical Broadway shoe has sold well in Los 
Angeles for a couple of 
years in the high grades 
and lately in the more 
popular priced fields. 
The next important dis- 
tribution center on rec- 
ord was Detroit, where 
gamblers and the sport- 
ing fraternity bought in 
sufficient quantities to 
stir things up a bit. 
Chicago, according to Reub Metz, is chary of the 
extreme light weights but is going strong for the 
narrow toes and high heels. Toes must not be too 
flat and the lasts must have plenty of swing, he warns. 
Pittsburgh accepted the shoe, “as is,” in a fair degree. 

From the chairman of the Men’s Style Conference 
Committee, George N. Geuting, comes the following 
comprehensive analysis of this recent trend in men’s 
footwear : 

‘Relative to the development, particularly in New 
York City, of a high heeled, short type, light-weight 
shoe: This has sold in considerable quantities in 








Wing tip patterns, lightly stitched, with 
high heels, in favor with Broadway boys. 
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New York—it is a typical Broadway type of shoe. 
However, this type of shoe and last has not reached 
us in great quantities, although we have sold a few 
pairs. 

“We are using this type in a modified form which 
we term a short custom last, but in all weights and 
leathers, with considerable outside wing, with narrow 
toe and broad ball—the object being to effect as 
short a looking shoe as possible, but without the 
extreme high heel. This type of last is growing very 
fast and is expected to be in great volume in this 
district this winter, and certainly greater volume next 
summer, in light-weight as well as sport shoes. 

“Generally speaking, there has not been any radical 

[TURN TO PAGE 36, PLEASE] 


A trim pointed toe pattern with plain tip 
and short vamp effect is another big seller. 
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To Move More Merchandise 


WwW 


You have an idea 
And | have an idea— 
We Exchange 
And you have two ideas 
And | have two ideas. 
LIKEWISE 
A merchant has a merchandising idea— 
We learn of it 
Tell about it in the Boot and Shoe Recorder 
So that hundreds of merchants can use the same idea 
in the movement of goods 
It invariably happens that the original idea gathers in 
the field at least two good supplementary ideas 
Then our field editor collects them and they re-appear 
on the printed page to stimulate thousands of dealers 
to sell more shoes right. 


W. present a number of basic ideas 
illustrating Recent Changes in Consumer Demand, as 
prepared by Paul H. Nystrom, Professor of Market- 
ing of Columbia University and transmitted to the 
Conference on Retail Distribution held last week in 
Boston. These source-themes indicate the need for 
new ideas and we present them in the hope that they 
will bring forth selling ideas to move more shoes this 
Fall and Winter. For each good selling idea that may 
be used as a solution to any one of these problems, we 
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stand ready to send to the originator a box of cigars. 

Here’s what Professor Nystrom indicates as the 
fundamental field of merchandising, ready for the fer- 
tile seeds of merchandising ideas: 


Coie are showing a growing 
distaste for shopping. 

In past years, shopping constituted one of the pleas- 
antest pastimes of housewives. Women went shop- 
ping singly, in pairs, and even in larger numbers for 
the pure fun of it. Retail stores, particularly depart- 
ment stores, catered to this desire for diversion by 
making their places of business pleasant and happy 
places to shop, with every possible convenience for 
the shopper. Now, women have apparently found 
other things that they prefer to do. It is indeed diffi- 
cult to find a woman today who will admit liking to 
shop. When women shop today it is serious busi- 
ness. When they visit stores it is more likely to be 
with a specific purpose of buying something or to get 
certain information preliminary to buying. When a 
customer walks out of your store without buying now- 
adays, it is a much more serious loss than it was for- 
merly. She is going to buy elsewhere. 

There is undoubtedly a growing sensitiveness and 
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New Sales Ideas Are Needed 


WwW 


unrest among American consumers toward retail 
stores, prices charged, the qualities and styles of- 
fered, and services performed. Most housewives are 
at present under great strain in their efforts to main- 
tain the usual standards of consumption with the 
reduced incomes at their disposal. Every study of 
consumption made in recent years shows an impor- 
tant percentage of consumers who claim that they can’t 
get what they want, who believe that they are being 
overcharged and who are irritated rather than pleased 
by the retail store service available. 

In a recent study made in New York City by Miss 
Velma Phillips and published by Teachers College, 
Columbia University, 71 per cent of the housewives, 
business women and others interviewed replied that 
they found difficulty in getting their money’s worth 
when buying. More than half complained that they 
found it difficult to get a satisfactory size or fit. More 
than half claimed that misrepresentation of merchan- 
dise presented a problem in the choice of goods. 


High pressure selling is 
objectionable. In making the effort to maintain vol- 
ume in this period of business depression many re- 
tailers have reverted to old and out-of-date practices 
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of high pressure selling such as urging customers to 
buy, pushing them to make a decision, trying to force 
the goods into their possession and so on. There can 
be nothing more certain than that these practices are 
not only objectionable but highly irritating to the con- 
sumers of today. High pressure selling simply does 
not work in modern retailing. Clever salesmanship 
today doesn’t trap the customer into taking the goods, 
but rather leads by giving information and suggestion 
to the customer’s own decision to buy. Of all mis- 
takes made by retailers during the past two years, 
none have been more expensive than the introduction 
of high-pressure selling. Most customers won’t stand 
for it. 


Advertising appeals offering 
aids to youthful appearance, beauty and health have 
not lost their importance in spite of the present em- 
phasis on price. 

The youth cycle is still at its height. It will prob- 
ably continue for years to come. While present fash- 
ions seem to put a greater emphasis on maturity than 
for several years past, it is probable that the youth 
movement will prevail throughout. 

[TURN TO PAGE 68, PLEASE] 





A Million Dollars Worth 
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Sept. 28, °31 
Dear Madam— 

When we picked 
our new fall shoes we 
thought of you. 

There are seven 
smart styles in your 
size, ready for you to 
choose from. 

You will be pleased 
to know that prices 
are lower than ever 
for our shoes; qual- 
ity assured, same as 


ways. 
WV Whether you need 
shoes for sport, street, 
afternoon or evening 
wear, please be sure 
to stop in and see our 
new fall styles. 
Your very truly, 
W. B. Blank 
Recorder Shoe Store 





























With Practical Suggestions That Can 


“A dime a day to bring business your way.” 

No shoe store is too small to use the post-card plan of business promotion. 
Uncle Sam will deliver ten cards a day as willingly as he will deliver ten thou- 
sand. Preparation? Well, Andrew H. Brown of the Fresh Air Taxi Company 
is the only business man I ever knew of who has neither pen and ink nor pencil 
—and Amos usually has a pencil! 

If you write and send out ten cards a day during forty-five weeks a year, it 
will total 2700 cards. Twenty-seven hundred chances to tell prospective cus- 
tomers some SPECIFIC thing about your shoes. No chance here for anyone 
to say fine for the big fellow—but our store is too small! 

Increase the number of cards and you'll multiply your chances. Of course 
anyone can go to extremes. You should never expect postcards to cover your 
territory as cheaply as your newspaper will cover it. 

Permit me to digress just long enough to say that your newspaper has circu- 
lation and white space to sell, and it’s up to you to see that your ads are interest- 
ing enough to command attention and get read. Be fair. Don’t blame your 
paper until you know your ads are 100 per cent right in appearance and ap- 
peal when you turn them over to the newspaper. Time saved through hurried, 
careless preparation of ads is the most expensive time-saving any merchant can 
make. 

Use the post-card plan to back up your newspaper advertising. Have your 








Copy for Card 3 


You'll be delighted with our new fall shoes. 
Styles are clever as the women’s smartest modes 
—BUT—the lines and lasts of these new shoes 
are wonderfully youthful—and decidedly wear- 
able. Styles for sport, for street, for afternoon, 
for evening. All the newest leathers and colors. 
You'll want to see them—just ask for our 


SHOES FOR YOUNG MODERNS 
Recorder Shoe Store 











Whether You Go 
ee to School 
or Business 


SHOES FOR YOUNG MODERNS 
RECORDER SHOE STORE 





























Correct Answer to 
every mans require- 
ments in wet weather 
footwear will be found at 


RECORDER SHOE STORE 

















No.3. 
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They're Growing Up/ ¢ 








COPY FOR CARD 4 


Correct shoes help; wrong shoes harm. Every size 
in our children’s shoes is accur: signed to 
support and protect growing feet ghout the 
eight different stages in development. 
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mailing list as good as it can be made—not merely as big as you can make it. 

Classify your list so that you can send specific messages to interested groups. 
Keep the dead wood out of your list. Those are the secrets of economy in using 
direct mail. 

Post card messages can be multigraphed or mimeographed, or printed from 
type, or you can write the message in longhand, and have a cut made, to get 
the effect of a hand-written message. Variety can be gained by printing the 
card in various colors. Some use their own mailing cards, with a permit. These 
require 1!4c. postage. Mailing 2000 would cost $30. Two thousand Govern- 
ment postcards can be mailed for $20. Practical savings leave money for more 
mailings. 

Not only that, the post card is conducive to crisp, snappy copy, with useless 
words omitted, giving advertising of greater readability and results. 

How can you use post cards? For any advertising message of timely in- 
terest any time of the year. In Rochester, in 1925, when things were not so 
good, a clothing store increased its Dollar Day business to $7,000, double the 
preceding year’s Dollar Day business. The list used was one of 8000 that hadn’t 
been used in two years! A smaller, up-to-date list would have gotten the re- 
sults for less cost. 

Start easy, keep constantly after it; make your cards attractive; get as much 
specific information as you can on your record cards in your mailing list. Then 
the pennies will earn dollars for you via the post card route. 








N EW! COPY FOR CARD 8 


Alligator and suede—combining two of fall’s most 
popular materials. Brown—the season’s outstand- 























favorite heel for spectator and street wear. And 
it’s just one of many beautiful new styles shown 


6.50 here at $6.50. 
RECORDER SHOE STORE 
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of Ideas for Fall Promotion 


iing color. A pump—continued favorites. The - 





The Grouch that Comes. 


COPY FOR CARD 7 from Shoes that Hurt ~ 











Can easily be avoided—by wearing store name 
shoes. Sizes and _ in big variety. Every 
salesman an expert 

If you want all-day og ‘comfort at small cost— 
try our smart, long wearing shoes at $5 to $8.50. 
Whatever the price—WE FIT YOU! 
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Be Used Within the Next Few Weeks yy 








You are Invited 


to attend a 
Hallowe'en Dance 
or Party 
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COPY FOR CARD 5 


To add the final accent of smart- 
ness and be sure to enjoy the 
evening fully, choose new san- 
dals or pumps from our collec- 
tion of beautiful evening slip- 
pers. 

If you wish you can have them 
dyed to match your frock or 
(still smarter) to contrast with 
the jeer a match the other 
accessori 

They’ - nn $5.50 to $8.50 








Here's A 
Fall Golf Shoe 
You'll Like 





























7.50 


_ RECORDER 
. SHOE STORE 


No.6 














COPY FOR CARD 6 


Protection, support, grip—you'll 
find everything a good fall golf 
shoe should have in this popular 
waterproof moccasin, at ‘ 









Trends on Fifth Avenue 


Pattern Details and Color Treatment of Unusual Interest 


By MADAME HAMILTON JEFFRIES 


Fashion Editor 


An evening sandal pattern of 
white satin and silver kid, fea- 
tured by Bonwit Teller. Note 
the high spike heel and unusual 
treatment of strap. 





: is great interest in new 


patterns this season, accomplished by combinations of 
various finishes and color combinations and by under- 
laying so as to bring one color through another. 

When shoe creations have so refined themselves 
into a subtle art one wonders why the public does not 
pay for this effort as in other industries. The pro- 
portions of overlays, the edge finishes and the grading 
of lasts is today a matter of scientific study and watch- 
ful care. 

Brown is being used in all types and styles of 
patterns. The introduction of a tiny inlay in gray 
brown on an otherwise all brown pump or oxford 
lifts this pattern into custom types. 

The subtle use of piped and plain braidings by the 
yard and the newer expressions of Serbian and 
Balkan stitchings in square braidings for collar trims 
and center straps add much to the new sophistication 
of patterns. Basting ‘stitches and weaving are 
shown on custom vamps and, while used sparingly, 
the motifs are very smart and effective. 

Black patent is being used as a trim and as a 
quarter for other vamp material. Buttons are also 
appearing on tab closings and in some instances the 
contrast piping on the braiding which collars the shoe 
is used for bowknot detail in the center vamp. 

Piped scrolls are again showing as trims for the 


Forepart of black suede open shank 
pattern shown mers. Un- 
usual interlaced design and piping 
in silver kid make this model dis- 
tinctive. 
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Forepart design of an interesting shoe 
by Delman. Green suede is the mate- 
rial and the shoe carries a collar of 
dark green silk kid and applique of 
same material in light green. 


dressy afternoon types. The three-pointed throats 
and a new version of the square throated pump and 
two eyelet tie are sweeping in with a good demand. 
Heels in boulevard and continental types are favored 
while the new college continental and petite Louis 
heels are making great strides. 

Black kid with gray stitchings on semi-tongue 


Black suede pump by Andrew Geller 
with novel inlaid design in silk kid, 
trimmed with lizard. Trimmed pumps, 
of which this is an interesting example 
are being extensively featured. 






numbers is new, and varied interpretations and 
heights of the colonial tongue step-ins are shown in 
all important lines. Black lizard is seen in street types 
and now and again one sees some combination ot 
prints but the favored types are smooth leathers, 
suedes and alligator combinations. 





Brown suede step-in model with 
brown alligator tip and foxing and 
brown silk kid inlay shown by J. & 
J. Slater. The perforations on tip 
and foxing and smart buckle orna- 

ment give it individuality. 
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Former Acquires Name, 
Trade-Marks, Patents, Good 
Will and Other Assets of 
M. N. Arnold Company, 
Whose Line Will Be Manu- 
factured in Stetson Factory, 


South Weymouth, Mass. 


Ore of the most important mergers 
in the shoe manufacturing industry in recent years 
has just completed between The Stetson Shoe Com- 
pany, Inc., of South Weymouth, Mass., makers of 
Stetson Shoes, and the M. N. Arnold Shoe Company 
of North Abington, makers of Arnold Glove Grip 
Shoes, both among the outstanding manufacturers of 
footwear in America. 

The Stetson Shoe Company, according to an an- 
nouncement of officials of that organization, has 
acquired by purchase the firm name, trade-marks, 
patents, lasts and patterns, manufacturing methods 
and good will of the M. N. Arnold Company, which 
will hereafter operate as the M. N. Arnold Shoe Com- 
pany Division of The Stetson Shoe Company. 

Each of these internationally known and long-estab- 
lished businesses will retain its own identity but, for 
the purpose of manufacturing economies, the entire 
Arnold line, including the Glove Grip and the Authen- 
tic Golf and Sport Shoes for men and women, will 
be produced in the big modern Stetson factory at 
South Weymouth. 

Burton L. Wales, for more than 20 years prominent- 
ly associated with the M. N. Arnold Shoe Company, 
of which he was director and sales and advertising 
manager, becomes manager of the M. N. Arnold Shoe 
Company Division. 

This merger of two of the outstanding organiza- 
tions in the industry is, in the opinion of officials of 
both companies, in keeping with the best practices of 
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Stetson and Arnold Merge 


C. T. HEALD 


Vice-President and General Manager 
Stetson Shoe Company 





BURTON L. WALES 


Who will be manager of 
M. N. Arnold Division 


modern business. It was made advisable by the ‘fail- 
ing health of one of the principal owners and admini- 
strative officers of the M. N. Arnold Shoe Company 
and because of the parallel experience and almost un- 
limited manufacturing resources of The Stetson Shoe 
Company in both the men’s and women’s footwear 
fields. 

C. T. Heald, vice-president and general manager of 
The Stetson Shoe Company, in making the announce- 
ment of the combine, expressed his enthusiasm over 
the opportunties that the new arrangement will offer. 

“While the Stetson line for men and women will 
not be directly affected, since the M. N. Arnold Shoe 
Company Division will maintain its own distinct sell- 
ing and manufacturing activities, the close association 
of the two organizations will be reflected in the fur- 
ther expansion and development of both the Arnold 
Glove Grip and Arnold Authentic Golf Sport line. 

“The efficiency of the Stetson in-stock department 
assures a broadening of styles and a speedy delivery 
service that will be a distinct benefit to the retailer. 
All the facilities of Stetson’s famous Dept. 5 will 
now be available on Arnold shoes.” 


Pians are already prepared for the 
immediate launching of an aggressive sales campaign 
by the M. N. Arnold Division, Mr. Heald said. It 
is anticipated that all present retail outlets will be re- 
tained, and that, in addition, the Arnold shoe will be 

[TURN TO PAGE 36, PLEASE] 
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A Challenge to the Shoe Industry 


LSEWHERE in this book you 

may read of Russia’s chal- 

lenge to economic planning 
and an answer by Gerard Swope, 
president of the General Electric 
Company, who offers a plan to end 
depressions. The plan envisages the 
voluntary organization of each in- 
dustry into an appropriate national 
trade body which would, through 
formulated rules, exercise control 
over production and coordinate it 
with consumption. 

In his plan, we sense a challenge 
to all industry, but particularly one 
to the shoe industry. Of all indus- 
tries in America, the shoe industry 
offers the best opportunity for test 
and trial of the Swope plan. The 
shoe is more simple, its production 
more easily measured than perhaps 
any other industry. Its rate of con- 
sumption borders around three pairs 
per person and has kept around this 
mark for the forty-one years of our 
records. 

Economic planning in shoes would 
be possible on a voluntary basis if 
the three major associations repre- 
senting the tanners, manufacturers 
and retailers would appoint a com- 
mittee of study, to bring forth a 
common-sense platform that would 
take into consideration the capacity 
of the public to consume footwear 
so that there would be no wild over- 
production of either leather or shoes 
to clog the channel of distribution. 

There is a world of wisdom in the 
picture painted in the Russian Primer 
of the conditions of trade existing 
in America. The tanning industry 
has just passed through a nightmare 
of experience. In the early summer, 
prices of hides and leather stiffened 
and it looked as though with in- 
creased shoe production, there would 
be a penny profit in the game for 
the tanner, but in the last few weeks 
the hide and leather markets have 
executed a characteristic about-face 





and substantial declines have ensued. 
For a period of three weeks during 
the summer, sole leather was marked 
up 15 per cent as a result of the 
sharp advance in hides. Most of 
that price-rise has now been relin- 
quished and buying is so light it is 
difficult to tell just where the mar- 
ket is. 

In parallel formation, the shoe 
manufacturer showed a burst of pro- 
duction activity, particularly in the 
cheaper grades. For the first seven 
months of the year, production ex- 
ceeded last year’s in a gain of 2.9 
per cent. The enthusiasm of the 
retail dealer carried the “good cheer” 
along. Every other industry in 
America perked up its ears and ex- 
pressed the feeling that if shoes led 
the way, other trades would soon 
follow. 


Was all this plus-effort in tan- 
ning, manufacturing and retail 
buying simply the result of an 
emotional urge and momentum 
or was it based on sound and 
measurable expectancy of busi- 
ness? You know the answer! 
Industry pushes ahead, not be- 
cause facts justify it but be- 
cause of hopes and expectation 
of profit. 


You may ask, is it possible to 
measure the rate of consumption and 
to harness production of leather and 
shoes to that rate? Nobody really 
knows, but this we do know, that as 
an industry we are subject to the 
same fevers and chills that affect all 
other industries. We may be car- 
ried off our feet by our own ambi- 
tions or we may hold back because 
of our fears, but in the last analysis, 
we all work as individuals and not 
as an industry that knows through 
chart and plan what it can sell and 
thereby produce, each month and 
each year. The peaks and valleys of 
production are too great for eco- 
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nomic operation. Yet public demand 
is more constant than is production! 

If the World War had continued 
another year, in all probability the 
shoe industry would have been the 
first of all industries to be charted 
and planned, but the Baruch plan 
died with Armistice Day. In a way 
it was too socialistic, for its base 
was regulation of price. The Swope 
plan is one of measurement. When 
there is a good volume of demand, 
let there be a good volume of pro- 
duction. If demand can be stimu- 
lated by individuality, originality, 
initiative and enterprise, then and 
then only should production be in- 
creased in industry within the 
bounds of reasonable production. 

Certainly there is something to be 
said in consideration of the Swope 
plan as a possible solution to the 
dilemma of industry. 


“Conference” NO say i 

en * 1s one Summer 
Is Vitally chad i 
Needed crest but shoe 


men turn their 

> thoughts _to 

the “bigger 

and better” Spring ahead. The shoe 

industry has not lost the power of 

anticipation. If anything, it has a 

stronger sympathy for the Spring 

and Summer season than it has for 
all the rest of the year combined. 

For that reason, we sense the vital 
importance of the National Styles 
Conference with its color recom- 
mendations and its detailed specifica- 
tion of trends of shoemaking, to be 
held at Hotel Astor, New York, 
October 8 and 9. 

We are now in a period in which 
retailer, shoe manufacturer or tanner 
can ill afford to make mistakes. 
Fashion control through conference 
is the best safeguard. 


























/ 
EVERYBODY FACE THE SCALE! 


V 


Hold everything . .. for just a second 





Step aside while a Stetson rump in the new Stetson 
Welt Construction, but similar to the turn in size 


Now a corresponding Stetson Welt Tie, same size. 


Here goes a turn pump on the scale. 
Weight: 544 ounces 


and design, mounts the scale. 
Weight: 514 ounces. 
Next, a turn tie, size 4B. 


Weight: 6% ounces. 





Look sharply. Weight: 5% ounces! 


Tus little weight drama took place in And accompanied by a beauty, smartness 
Stetson Shoe laboratories—with competitive and slenderness no welt ever knew before. 
types approximately alike, and exactly the Get the big profits Stetson’s ingenuity has 
same size. No shoe merchant ever imagined made possible. The new welts are car- 


that to the wear, founda- 
tion,enduring shapeliness 
and comfort of a two-sole 
welt could be added the 
lightness and flexibility 
of a single-sole turn. 

But that miracle has 
happened! Accomplished 
exclusively by Stetson. 


ried in stock in Stetson’s 





famous Dept. 5... any 
size and last you want 

. Shipped the day 
your order is received. 
Send for Dept. 5’s cata- 











log immediately. 


THE STETSON SHOE CO., INC. 
South Weymouth Massachusetts 


STETSON SHOES 

















FOR MEN > AND WOMEN 
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Right Styles for Fall Are Stressed 


Copy and Illustrations Cleverly Combined in Retail 






Ads to Tempt Customers to Buy Extra Pairs 


Vv 


Les see what retail shoe advertising 
looks like for the first of the Fall season. By the 
latter part of September the style situation is pretty 
much settled. Summer season is over. Shoe copy is 
tempting people to buy new footwear. And, accord- 
ing to the volume of new and size-up orders that 
traveling men confidentially admit writing, people 
are buying shoes in better quantities and with more 
courage than 
they have for 
some little time. 

Shoe advertis- 
ing is forceful 
and pertinent as 
the following ex- 
cerpts _ clearly 
show. 

FRANKLIN SI- 
mon & Co. “At 
$7.50 The Kinda’ 
Men’s Shoes that 









B. ALTMAN 
isis & CO, 


Tel.: MUrray Hill 2-7000 
Smart for Afternoon! 


BRONZE 




















Shoe and bag en- 
semble are cleverly 
combined in the 
Altman ad at the 
left, which suggests 
the poe a of an 
extra sale and profit. 
Right, a school shoe 
ad by Macy in which 
both style and price 
are selling argu- 


the newness of Fall 1931. 
Stunning bronze kid opera pump 
with a clever bead trimmed kid 
bow. Complete with ornament 


12.50 














Bronse beaded bag with chased ments. 
metal frame in gilt finish, chain 
handle ond satin lining 

*10 - 






BAGS end SHOES—SECOND FLOOR 


Alse featured at 
- WESTCHESTER ALTMAN -NEW JERSEY 
Fast Ovenge, N. J. 











ALTMAN 










Vv 


Vv 


will be kind to your feet are kinda’ scarce. For Fall 
and Winter, 1931, black shoes $7.50. Last year this 
quality was $9.00. Finding a stylish and comfortable 
shoe is a life’s work. There are thousands of stylish 
shoes that combine style and comfort. Only time 
tried lasts, time tanned leathers, time leniency in the 
lasting and time taken pains in the workmanship can 
surround your feet with comfort. Four lasts—All 
sizes at all times. Widths A to E.” 

Strern’s Prep SHop: “Open today, has all the 
clothes you need for your school and a 
prominent Yale man to help you make your selection. 
Wingtip oxford—of black and brown calf—just like 
the fraternity men wear. Sizes 2% to 6, $7.00. Sizes 
6% to 11, $8.50.” 

ALTMAN: Shoes to trudge schoolwards. We're 
great believers in youth being sure footed and our 
famed Balta lasts for boys and girls are the result of 
scientific research. Balta shoes are styled for all oc- 
casions. 

[TURN TO PAGE 28, PLEASE] 





4.44 


Lowest price for equivalent 
quality found elsewhere, $5.50 






Sehool Sale? 


Girls’ Oxfords 


These sturdy shoes were made to Macy's standards. Of good, sirong, 
brown elkskin*, ready for the hard, steady strain girls of this genera- 
tion give all their shoes! 314 to 8, AA to D. 
Sizeg 1244 to 3, Ato D. Lowest price for equivalent quality found 
elsewhere, $4.50; sale price $3.74. 

GIRLS’ SHOES—Fourth Floor 


MACY’S 


34TH ST. & BROADWAY 


*A fine eather tanped te resemble elkekin 
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Don’t be “Caught Short’’ 


SIZE UP RIGHT NOW FOR YOUR OCTOBER BUSINESS : 
NATURALIZERS 2 5 DEBUTANTE 
(Welts) ; (Littleways) 
MOST STYLES ae ae STYLES BRM AG CosccesdicccedcessD 189 


IN STOCK 





No. 971—Dull Satin Finished Black 


No. 2434—Fine Black Kid, Trimmed 
Kid, Black Shark Trim, Metatarsal and 


with Black Morocco and Gun Silk Kid, 





Beaded Gore, New 15/8 Covered Cuban > Longitudinal —_, Corrective o_o 
Breasted Heel ...........eeeee00% $4.35 No. 333—Dull Satin Finished Black =O VETEG SUDAT BEEN ee seer seer eees 
Kid, 17/8 Covered Heel.......... $3.75 
(Littleway) 





No. 2499—Fine Black Kid, Elastic 
No. 2251—fFine Black Kid, Trimmed Gore Under Bow, 17/8 Covered 
with Genuine Black and White Java H $3.85 
Ring Lizard, Imitation nie new 15/8 
Covered Cuban Breasted Heel..... $4.35 
No. 335—Same in Brown Kid. .$4.60 


*~ 
No. 198—Fine Black Kid, Trimmed 
with Genuine Black and White Java 
bw Lizard, 14/8 Covered cubes 
No. 336—Same in Patent" "" ° 
CONSE vc vcasesccustdceresesecs $4.35 





No. 2500—Fine Black Kid, Trimmed 
with Genuine Black and White Java 
Ring Lizard, 17/8 Covered Heel...$3.85 





; | | (Littleway) 
No. 2445—Fine Black Kid, Trimmed R OW 
with Genuine Black and White Java Ring O R D F N No. 964—Black Satin Finished Kid, 
Lizard and Black Silk Kid, 16/8 Louis = Silk Trim, 14/8 Military rer 
No. 394——Same in Brown Kid. 184.60 CATALOG SENT ON REQUEST No. 972—Same in Brown Kid.. $4: 60 


/ a; Ee 


Twelfth Street at Russell Blvd. 


See our complete line at New : Ms See our complete line at New 
York, Nov. 16 to 20, Hotel Se aint Louis York, Nov. 16 to 20, Hotel 
Commodore, Room 703 Commodore, Room 703 
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Ask your: manufacturer to show 








A PAGE REPRODUCED FROM 
SEPTEMBER 20, 1930 
BOOT and SHOE RECORDER 
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OF THIS ADVERTISEMENT 
which appeared September 20, 1930 


WE SAID 
“CELULITE IS THE SHOE SOLE 
OF THE FUTURE 


and the proof lies in the material itself” 
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SINCE THAT DATE 


more than a half million pairs of shoes have been sold with Celulite 
—been worn—tested—tried—and found exactly suited to present 
day needs. 


During this testing period hundreds of manufacturers of all grades 
of footwear have commented on the rightness of Celulite in supply- 
ing a sole that is not only light in weight but light in looks. 


WE ALSO SAID 


“Celulite is non-conductive of heat and cold, and 
will not draw the feet.”? So repeatedly have we 
received comments on the coolness of Celulite 
soled footwear that we are convinced we under- 
emphasized this feature. We repeat— 


-CELULITE IS COOL! 


ble trend in sports footwear—and semi- 
to lighter weights and lighter, trim- 
increased comfort! Of all soles, 
fully to the present sports- 
and ever-growing use is in- 
rightness for all grades 


The undenia 
sports, too —is 
mer looks. And 
Celulite measures most 
sole needs. Their extensive 
controvertible evidence of their 
of footwear. 


QAlA> 
ALFRED HALE 
NORTH QUINCY | eat 

< 


RUBBER CO. 
MASSACHUSETTS 






hy 
UD 


ESTABLISHED 1837 
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Right Styles for Fall 


[CONTINUED FROM PAGE 24] 


Saks 34rH Street: “Girls! 
Fall models in your own kind of shoes the 
“tween-age” styles that you like and that we 
make especially for you in our collection of . 
LOW-HEELED FOOTWEAR. Sizes 3 to 8. Widths 
AA to D. Combination oxford; light and dark tan 
calf; built-up leather heel. The smart brogue; with 
or without the flap; heavy grain leather ; brown only ; 
flap 50c. extra. 
Suede one-strap ; 


Here are the new 





SAKS - 34‘ STREET. AT BROADWAY 


trimmed with 

( calf; black or 

¥ brown. Also in 
‘ all calf. Smart 


f young operas, in 
the new fall models 
in your(fopva kind of shoes .. the 
“tween-age™ styles that you litke 


he 





«and that we make especially 
for you in our collection« of . 


LOW-HEELED 
FOOTWEAR 


Sizes 8 to 8 
Widths AA to D 





Two unusually ef- 
fective ads ad- 
dressed respectively 
to the modern miss 
and the college 
man. Both show 
styles in a_ novel 
way and the John 
Ward ad suggests a 
new thought in sales 
promotion, designed 
to impress the col- 
lege man with the 
authenticity of its 
styles. 







La 
So The smart Brogue; with o 
NS: ae savtheut the flap; heavy grain 
5 & : 5 


Lather ;* brown only; fap Sle 
extra.! 


Suede one-strap, trimmed unthrcalf, black 
or brown? he in all calf.’ 





Srart yeung vo fe black or brown 
san, 
Junior Shops. . Sccond Floor 


SAKS,,34,. STREET | 





AT BROADWAY 








black or brown calfskin. Season’s newest footwear.” 


Macy’s: “Jr. Deb Shoe Classics. These are our 
staples. These are the shoes that are always popular 
and smart! The strap and pump are in black or brown 
calf or suede-and-calf; the oxford, in black or brown 
calf. There’s a tremendous demand for these shoes 
at Macy’s because of their low price. $5.94.” 

Best & Company: “The suede opera sketched on 
Best’s new CUSTOM LAST, which has a modified 
slightly rounded toe and a 23-inch heel, only slightly 
shaped. (Suedes come also in all other lasts and heel 
heights.) SUEDE is the Fall leader in Best’s classic 
OPERA PUMPS. $12.50. No matter how many 
other shoes go into your Fall wardrobe—fashion says 
that you must have a pair of suede operas, and long 
experience tells you to come to Best’s to get them. 

“Best’s has been headquarters for opera pumps for 
years—because Best’s has made a specialty of this 

[TURN TO PAGE 68, PLEASE] 


bitin, 


College men: 


These advisors will help 
you get the right shoes 
fer the new term 










Four of the John Ward Stores now have 
college men on the staff. They are there to 
assist college men and prep school students. 
They will tell you which ofthe new shoe 
styles will be the favorites for campus wear, 
and show you how to make a selection that 
is both economical and correct. 

Three generations of college men have 
made John Ward their headquarters for 
shoes. We know their requirements and 
preferences—and we carry them out to the 
letter, in the largest selection of college 
styles in New York. 
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You Need No Longer 
Be Told That 
You Have An Expensive Foot 


This Message wings its way 
through the air every Sunday 
Evening to thousands of 
listening women, in 

every State in 


the Union— 
a frequent reminder of the worth of 


ENNA JETTICK. SHOES 


$ 5 AAAAA to EEE—Sizes 1 to 12 36 





ENNA JETTICK SHOES, INC. 


Auburn New York 
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For Carefully Controlled 
and Repeated Quality 


E. E. TAYLOR CORPORATION 


Standardize on 


huby Ki 


E. E. TAYLOR is one of those famous Brockton names that is always a 
reminder of dependable value in men’s shoes. 


For more than 40 years TAYLOR MADE has continued to represent 
strict adherence to a high quality ideal. 


The following quotation from their just issued Fall and Winter Catalog 
gives an easily understood reason for their success: 


“Whatever changes in style or form the passing years may 
have developed the traditional “quality i in every - has 
remained constant.” 


For years E. E. TAYLOR CORP. have steadily standardized on RUBY KID 
in all their black kid shoes. 


We naturally value this long continued record in their service—especially 
in view of their established rule that “quality in every pair must remain 
constant.” 


“Ruby Kid is a Definite Sales Influence.” 


JOHN R. EVANS & CO. 
CAMDEN NEW JERSEY 


Milwaukee Cincinnati St. Louis Boston Rochester Philadelphia 








= =. 
- 


AN 


S | 
EVANS LEATHER 
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Standardize on Crane Brand. 


Boot aND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 26, 1931 





Gerard Swope, president of the Gen- 
eral Electric Company in New York, 
last Wednesday, proposed a new con- 
stitution for industry, designed to 
stabilize production and consumption, 
to minimize unemployment and to solve 
adequately the problem of security for 
the worker. The plan is for voluntary 
organization of each industry into an 
appropriate national trade association. 

Mr. Swope outlined his plan as fol- 
lows: 

“In the situation that confronts us 
at the present, the most disturbing 
aspect is that men who are able to 
work, who are competent workers, who 
above all things desire to work, cannot 
find work to do. That this condition 
has ever been present in such periods 
detracts nothing from its wrongness. 
That industry must evolve and make 
effective those measures which will first 
ameliorate and ultimately eliminate it, 
must be the reaction of every one who 
gives thought to what is taking place. 
I say that industry must do this thing 
because it will surely be done. 

“Industry exists basically for serving 
the needs of the people, and therefore 
production and consumption must be 
coordinated. Consumption is by the 
mass of the population, not the few, 
and the great mass of the population is 
made up of wage earners and their de- 
pendents. That they may be able to 
buy and satisfy their needs, they must 
have not only adequate incomes but 
must be sufficiently assured of the fu- 
ture to feel that they are safe in spend- 
ing their money. The psychology of 
fear must be removed, and this cannot 
be done unless they have reasonable 
expectation of protection for their 
families in case of the breadwinner’s 
death, protection for their old age, and 
protection against unemployment. By 

‘protection’ I do not mean a protection 
that is given to them, but I mean pro- 
tection that they themselves help to 
provide. 

“Shall we wait for society to act 
through its legislatures, or shall indus- 
try recognize its obligation to its em- 
ployees and to the public and undertake 
the task? Coordination of production 
is impossible under our present laws, 
and it is vain to think of their amend- 
ment or repeal unless the public is as- 
sured of the constructive nature of the 
steps industry will take, and that the 
interests of the public will be adequate- 
ly safeguarded. 

“The general principles underlying 
what I am going to say are as follows: 

“1. Every effort should be made to 
stabilize industry and thereby stabil- 
ize employment to give to the worker 


To Control Overproduction 


And Coordinate It with Consumption 


By GERARD SWOPE, President, General Electric Co. 





regularity and continuity of employ- 
ment, and when this is impracticable, 
unemployment insurance should be 
provided. 

“2. Organized industry should take 
the lead, recognizing its responsibility 
to its employees, to the public and to 
its stockholders—rather than _ that 
democratic society should act through 
its government. If the various States 
act, industry will be confronted with 
different solutions, lacking uniformity 
and imposing varying burdens, making 
competition on a national scale difficult. 
If either the individual States or the 
Federal Government act, the power of 
taxation has no economics restraints. 

“3. There should be standardized 
forms of reports so that stockholders 
may be properly informed. As a re- 
sult of the steady increase in number 


Much has been written about the Five Year 
Plan. On the sixth page of “New Russia’s 
Primer” by M. Ilin, is summarized “What hap- 
pens when they work without a plan.” This 
short story is unique not only for its simplicity, 
vividness and conciseness but for its educational 
value. The book was written for use in Russian 
schools. It was designed for children from 
twelve to fourteen years of age. The book has 
already attracted the attention of the world for 
it proposes to explain the nature of a planned 
economy. The graphic story is prefaced as 
follows: 

“Americans are proud of their machines, of 
their factories; but how do these factories 
work? According to some general plan do you 
suppose? . No, they work without a general 
lan.” 

: Now read the story the Russians are telling 
their children. 


Me: FOX acquires money—one mil- 
. lion dollars. But money must not 
remain idle. Mr. Fox looks through 
newspapers, he consults friends, he 
employs agents. From morning till 
night the agents comb the city, look 
about and make-inquiries. What is to 
be done-with the money of Mr. Fox? 
At last-a ‘business is found. Shoes! 
That is what one should make. Shoes 
sell; men get rich. 

There is nothing to hesitate about. 
Mr. Fox builds a shoe factory. 

The same idea occurs at the same 
time to Mr. Box, and Mr. Crox and Mr. 
Nox. And they all begin to build shoe 











factories simultaneously. 





82 












and size of corporations and number of 
shareholders, there’ has been much dis- 
cussion of the uniformity, frequency 
and regularity of reports of corporate 
activities, and considerable criticism of 
the form of these reports; some too 
conservative, some not sufficiently com- 
plete; while others are considered to be 
fair and complete, but even so there is 
a lack of uniformity among the differ- 
ent companies. 

“4, Production and consumption 
should be coordinated on a broader and 
more intelligent basis, thus tending to 
regularize employment and thereby re- 
moving fear from the minds of the 
workers as to continuity of employ- 
ment; as to their surviving dependents 
in case of death; and as to old age. 
This should be done preferably by the 

[TURN TO PAGE 70, PLEASE] 








Challenge to Economic Planning 


How Russia Views American Business 











Within half a year there are several 
new shoe factories in the country. 
Shops are filled to the ceiling with shoe 
boxes. Storerooms are bursting with 
them. Everywhere there are posters, 
signs, advertisements: Shoes, Shoes, 
Shoes. A great many more shoes are 
made than are needed—twice as many, 
three times as many. And the factories 
continue to work at full speed. 

And here something happens that 
neither Mr. Fox, nor Mr. Box, nor Mr. 
Crox anticipated. The public stops 

[TURN TO PAGE 70, PLEASE] 
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Ne. 20i—Black Ruby Kid Plain 
Toe Boot, 86 Last, 9/ 
Heel. In stock, C, D, E, 
EE $3.00 











aii iene 


* No. 506—Black Ruby Kid Plain 
Toe B 











oot, 96 Last, 12/8 
Heel. In stock B, C, D, 
E $3.00 
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AULT-WILLIAMSON 
SHOE COMPANY 


AUBURN, ME. 
(Factory and In-stock Dept.) 


ST. LOUIS, MO., 416 North 12th St. 
(In-stock Dept.) 





SPECIAL COURIER DISPATCH NO. 2 


make sales economically 


this fall « « « 


A requirement of Turn Shoe Headquarters 
is to have in stock, at all times, the many 
types of merchandise on which you depend 
for your “bread and butter” profits. Per- 
haps it is unusual in these modern times to 
advertise high shoes, but do you know there 
are thousands of women in every community 
who want—need—and must have boots. 


The Constant Comfort line includes seven 
styles of boots from the familiar extra com- 
fortable Commonsense No. 21, through the 
various standard heights and sizes to the 
over-sized EEE width, our No. 627. All these 
boots will sell profitably in the $4, $5, and $6 
grades. 


Here’s another example of Ault-Williamson 
service that gives “teeth” to the phrase, 
“Turn Shoe Headquarters of America.” 
Whether you come to us for boots, boudoirs, 
delicate Turn slippers, ties or pumps—we 
have them all. Write now to Turn Shoe 
Headquarters at Auburn, Maine, or, St. Louis, 
Mo., for the copy of the new Fall catalog. 











No. 2i—Black Ruby Kid Plain 
Toe Boot, 26. Last, 7/8 

Heel. In stock, D, E, EE, 
$2.60 


































The First Fellow— 


who ever lifted the hood of a Ford to see what made 
it go, should be given a monument. His name should 
go down the highways of history as the Man Who 
Started Something! 


| He’s the hero of the habit of wanting to see be- 
fore we buy. A good idea! 


It has become a typical American trait, as you 
might say, the idea of seeing what you are getting 
before you get it. 


Heinz had to put his pickles into glass jars so that 
the world and his wife could count’em over one by one. 


Backs were taken out of bathing suits and every- 
thing from cigars to chorus girls were put in cellophane. 


It’s the modernized version of Look Before You 
Leap. On account of the traffic conditions, leaping 
became dangerous, so the idea was changed to See 
Before You Buy. 


It applies to every industry except marriage and 
even there the license now carries a return trip ticket 
to Reno. 


SEE BEFORE YOU BUY—That’s the BIG IDEA! 
And Walter Booth was one of the first Shoe 


Manufacturers to preach and practise it in Shoe Mer- ~ 


chandising to Retailers. 


I'll tell you how....... on the next page. 





MANU FACT U R&R EBS 


Retailing at $4.00 to $6.50 at a profit 


Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, Sept. 26, 1931 












WALTER BOOTH 


302 N. Broadway 


O F 





Andrew Carnegie Said; 


“Making only the best is the secret of success. It 
is uphill work at first but afterwards is smooth sailing. 


“Even in days of fiercest competition, wher every- 
thing would seem to be a matter of price, there is at 
the root of all success, the very much more important 


factor of Quality.” 


Now I’m not here to say that Andrew was think: 
ing about Walter Booth when he wrote those words. 
But he might just as well have been. 


Because that’s just exactly what Walter Booth was 
doing and what he was thinking while making Shoes. 
And it was uphill work at first, but it worked out 
; just like Andrew said it would. 


Walter used for upper stock, Eisendrath’s calf 
skin, and you know what that is. Oaked tanned soles 
of good weight and workmanship that is something 
to tell the world about. 


His styles began to be commented on and his ex- 
treme care in adopting good fitting lasts. Making 
ALL SIZES and widths. 


“OK” you'll say, but what about the Look Before 
You Buy idea, you were talking about on the other page. 





i want a copy of our 





Do you 


Here it is! You can’t buy Walter Booth Shoes until fall catalog? 


you have seen and compared and convinced yourself they 


ARE better! 





41| SHOECOMPANY 


oF | Milwaukee, Wisconsin . 
F j MEN’ S DRES § SHOE S&S 







In stock AAA — EEEE — Sizes 5-14 
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Stetson and Arnold Merge 


(Continued from page 21) 


introduced to extensive new territory. 
In recent months new retail outlets of 
exceptionally high character have been 
acquired in many of the leading cities 
of the country. These, it is anticipated, 
will at once be benefited by the new ar- 
rangement. 

Mr. Wales is particularly gratified 
at the completion of the arrangements 
for the merger and is highly optimistic 
about the future. “Members of the 
Arnold family,” he said, “and those 
associated with them in the develop- 
ment of the prestige of the Arnold 
Glove Grip and Authentic sport shoes, 
are greatly pleased at the opportuni- 
ties for continued development of the 
Arnold line, through this new affilia- 
tion. 

“For generations the Stetson and 
Arnold organizations worked as neigh- 
bors. The factories were only three 
or four miles apart, and both owners 
and workers were friends and neigh- 
bors. The close intimacy between 
Moses N. Arnold, founder of the 
Arnold company, and Arthur C. Heald, 
co-founder and principal developer of 
the Stetson shoe business, is recalled 
by both families. 

“I believe,” Mr. Wales said, “that 
this combination will mark a new step 
forward in the history of the M. N. 
Arnold business. The Arnold Shoe 
Company Division now has at its dis- 
posal the full resources of the Stetson 
Shoe organization, its stylists and 
craftsmen. This means that every re- 
tailer of Arnold shoes will have the 
added prestige of this indirect associa- 
tion with one of the world’s foremost 
makers of fine shoes. 

“While the special features and 
manufacturing processes will remain 
the same in both the Glove Grip and 
the Arnold Authentic Golf and Sport 
shoes, we will now bring the added 
touch of Stetson workmanship. These 
will not, of course, be Stetson Shoes. 
They will bear the usual Arnold label, 
not that of Stetson—and they will re- 
main in their usual $10 price class. 
Yet I feel confident that Arnold shoes, 
from now on, cannot fail to bear the 
unmistakable imprint of superior Stet- 
son-type workmanship.” 

Mr. Wales, as a result of his long 
association with the M. N. Arnold 
Company in the promotion of their 
well known Arnold Glove Grip feature 
and through his close association with 
many of the best retail establishments 
in the country, is unusually well quali- 
fied by experience and training to carry 
on this branch of the business. It 
was in a factory once owned by one 
of his ancestors that Moses Arnold 
manufactured shoes in the early days 
of the business and as a young man 
Mr. Wales became associated with the 
Arnold organization. He worked in 


the shop, and then for many years 
devoted his attention to styling and to 








sales. For the last 10 years Mr. Wales 
has been sales and advertising man- 
ager, and in conjunction with W. Percy 
Arnold’s two sons, Dwight C. Arnold, 
the assistant treasurer, and Malcolm 
P. Arnold, production manager, was 
one of the directing heads of the 
organization when it was deprived of 
the active participation of Mr. Arngld. 

The two businesses thus brought to- 
gether rank among the oldest in their 
line in the country. Moses N. Arnold 
was working at the shoemaker’s bench 
as a boy when the Civil War caused 
him to lay down his tools. On his 
return home, in 1865, he began manu- 
facturing on his own account, and the 
history of the Arnold business dates 
from that year. The fame of Arnold- 
made shoes spread rapidly and as busi- 
ness increased it was found necessary 
to find larger and still larger manufac- 
turing quarters. Mr. Arnold built his 
own plant in 1875. 

The well known Arnold Glove Grip 
Shoe was developed and its construc- 
tion embodied new scientific principles 
in manufacture, designed to aid and 
support the natural functions of the 
arch in walking. 

In 1885, when the Arnold business 
was already a prominent one in the 
field, Arthur C. Heald and Ezra H. 
Stetson, who had been selling shoes 
for one of the South Weymouth fac- 
tories, decided to enter into manufac- 
turing. On small borrowed capital 
they opened their first shop—the pro- 
genitor of the present huge glass 
walled and sun-flooded factory. 

From the very beginning the Stetson 
Shoe Company specialized in superior 
workmanship and smart styling. Mr. 
Stetson passed away in 1924 and Mr. 
Heald in 1929. The company is still 
owned by members of the Heald fam- 
ily, and the manufacturing is. still 
under their supervision. 





Feibleman Depts. Moving 


NEW ORLEANS—A brisk removal sale 
was recently begun in the shoe depart- 
ment of L. Feibleman & Co., Inc., in 
preparation for the move about Oct. 20 
into the new building now being erected 
by Sears, Roebuck & Co., with which 
the Feibleman firm became affiliated 
about a year ago. 

The present shoe department, sell- 
ing men’s, women’s and children’s 
goods, will be expanded into three sep- 
arate departments after the move, V. 
J. Boudousquie, manager, announced. 
Shoes made under the Feibleman name 
for the store have been the main fea- 
ture. The present department, on the 
mezzanine floor of the store at Canal 
and Carondelet Streets, contains about 
1500 square feet of floor space. The 
ladies’ shoe department alone, in the 
new building, will be twice this size, 
Mr. Boudousquie said. 
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Broadway Evolves a Men’s Shoe 
[CONTINUED FROM PAGE 15] 


change in men’s shoes that I can see 
anywhere over the country. There is 
rather a modification of what was 
good, for the brogue toe is not so broad 
as it was, and so down the line. The 
general appearance of men’s shoes is 
trimmer and neater looking. 

“There is approximately the same 
situation in colors. If anything, colors 
are a little browner, just a bit darker 
than six months ago. I am happy to 
say that all over the country the tan 
shade has increased considerably; 
where the average was from 15 to 20 
per cent, I would say that it is now 
about 25 to 30 per cent. There has been 
some discussion and some few shoes 
sold by the factories in brown cordovan 
and there have been many effects in the 
heavier veal type of leather, both 
boarded and smooth, that has taken 
considerable business away from the 
grain, although grain leather is still 
good. 

“T would advise a very sharp con- 
trast in two types of shoes; one the 
very slim, neat trim-looking shoe con- 
trasted by the heavier, brogue, rugged 
type of shoe for the obvious reason 
that it is possible to have double pair 
sales, as well as variety in styles. Also 
to avoid being too conservative in the 
selection of styles due to cutting down 
of stocks because of pressure brought 
to bear by merchandising men of 
smaller and lower stocks and fewer 
styles.” 

Jesse Adler, speaking both as a re- 
tail shoe man and as vice-chairman of 
the Men’s Style Committee, sees in the 
light weight, high heel shoe, a means 
of increasing men’s pairage. He be- 
lieves many additional sales will be 
made through getting the young fel- 
lows in a community interested in the 
style. To the boys just out, or still 
in high school, this talk of depression 
does not mean much, as they have 
nothing to check back on. Conse- 
quently they are always in the market 
to buy that which is new. These young 
fellows who are earning money are 
spending what they get, and a goodly 
part of it goes for clothes. Shoes are 
an important part of their scheme of 
things, especially shoes that are dif- 
ferent from the regular run of styles. 

Mid-town stores in New York fea- 


turing the high heeled shoes are all set 


to sell plenty of suedes this Fall. They 
figure grey will be best, then black with 
brown a close third. In the calf 
leathers, black will outsell brown by 
about 3 to 2. 





Simon Store Holds Outing 


ALTOONA, Pa.—The Simon Shoe 
Store sales and office staff held its an- 
nual outing at Mountain Lake Park. 
About forty persons were present. The. 
afternoon was devoted to sports and 
athletic events. Gus Neuwahl was 
the winner of the miniature golf con- 
test. In the evening a chicken and 
waffle dinner was served. 
































YES, INDEED ...? It’s a 
CORKER 


the last word in 
lighter than air 
mm craft... 









Shoe Descriptions 


No. 223—The Overland 
Black Calf only 


Sizes and Widths 
B, 6 toll 
C, 5% to ll 
D, 5 to 12 


e e o e SO are Conrcor 


WHICH RETAIL AT ONLY 


| $5 


Like the U. S. S. Akron—America’s latest dirigible to attain 
supremacy of the air—Corcor Shoes for workmanship, fine appear- 
ance and above all good fit—to the last step—have attained an 
equally high position in their respective field. 


Se: 





ALL CORCOR SHOES 


$3.35 
LESS 5; 30 DAYS 


They not only have the high-grade look—they are actually made by 
high-grade craftsmen and retain the appearance of fine shoemak- 
ing as long as the shoe is worn. 





This is bound to be an asset for you with your customer. Why not No. 227—The Policeman 





give him the best for five dollars and let him testify to his belief Black only 

in them by the number of times he will return for a pair of Corcor ; ; 

Shoes. Sizes and Widths 
D, 5 to 12 
E, 5 to 12 


Oe =O ee ee ee oe oe =e. Le Le Le 


: 


Po JOSEPH F. CORCORAN 
) _SHOE COMPANY 
~~ BROCKTON, MAS%o. 





THIS IS CORCOR NUMBER 227 













THIS IS CORCOR NUMBER 223 
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COLOR 








PRADODB 


SISSALALSLALSALAZASSLAS IS 


Te, 
OOO 





MOORESQUE 










N demand for Fall shoes, this dark brown, VODE COLOR 
| THIRTY—PRADO BROWN, stands out above all others. Its 
position of leadership is established beyond a doubt, and smart 


shoemakers from coast to coast are buying without stint. 


In second place, and well ahead of all other browns, is VODE COLOR 
ONE TWENTY EIGHT—MOORESQUE—a lighter brown. 


And we recommend for use with the leading brown, Prado. 


A PERFECT BLENDING SUEDE—VODE SUEDE 
COLOR 
933 





BROWN 


SILSSSS4415 ALLIED KID 
COMPAN Y 


STANDARD KID DIVISION 
109 SOUTH ST. BOSTON 
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Instructions To Our SALESMEN 





HAT is not practical for your customer to use, is 


not practical for you to sell him. 


B E a man and a gentleman first;.be successful after- 


wards. 


is” not beg for business. Do not make capital of being 
a member of the same lodge as your customer or 
that you are of the same nationality, religion or political 


belief. 


OUR only reason for expecting the attention of your 
prospective customer is that you believe you can im- 


prove his goods, lower his costs, or increase his sales. 





(The above instructions are printed on the back of the business cards of our salesmen) 





GEO. J. KELLY, INC. 
LYNN, MASS., U. S. A. 


Manufacturers of 


CHAINLIGHTNING SHOE CREAM 


The Lynn—Whiterightoff—Rainbow—Whiteheeledge—Bagof 
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| Shoe Store Service Section 
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Devoted to 


DISPLAY EQUIPMENT AND SUPPLIES 
for the Retail Shoe Store 








ective | rims at Low Cost 


Yow store is judged 


largely by its show windows, the only 
part of the establishment visible to that 
tremendous potential market which 
passes your place of business. What 
are you doing to arrest the attention of 
those who pay but scant attention to 
your windows? How are you going to 
get them into your store—if you can’t 
get them to look at your windows? Im- 
portant questions these—and much de- 
pends on how you answer them. 

The importance of effective window 
displays cannot be stressed too much. 
In fact, in all too many instances, the 
windows receive scant enough atten- 
tion. In planning your window dis- 
plays, always keep in mind the fact that 
they are visible to a vast number of 
people who have never been inside your 
store. The primary function of these 
displays, then, is to create such a favor- 
able impression upon these people that 
they will be moved to come in. The 
windows have done their job—the rest 
is up to you. 

A form of display which, because of 
its simple dignity, is highly effective is 
rapidly coming into its own. We refer 
to the felt poster, which is already be- 
ing put to a variety of uses in many of 
the better stores. And, from all reports, 
it is doing a mighty satisfactory job. 
M. D. Lagee, display manager of the 
Cutler Shoe Co., has used felt back- 
grounds for some time and is very en- 
thusiastic about the possibilities of this 
type of display. One of its salient fea- 
tures, he pointed out, is the fact that 
even an amateur can produce pleasing 
effects. 

The felt poster is an overlay picture 
in soft natural colors, made of pieces 
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of fine felt, cut to shape and affixed to 
a felt background. This background is, 
in most cases, tacked to a light, though 
sturdy, wooden frame. 





New Background Idea 








Felt posters in soft colors are being used 

by the Cutler Shoe Co. of Chicago and 

other up-to-date stores to form a dis- 
tinctive window background 


41 


Felt about one-sixteenth inch in 
thickness is used for the background, 
and also for the cut-out overlays. As 
from twenty to sixty tones of each 
color of felt is available, very soft 
blendings from one tone to another are 
available, although the chief value of 
this type of poster lies in the sharp, 
clear-cut contrasts that are obtainable. 
Because of the fact that the layers of 
felt are laid one on the other, a pro- 
nounced suggestion of depth is ob- 
tained. 

While felt posters give an impression 
of costly elegance, their actual cost is 
surprisingly small. The backgrounds 
and illustrations may be used over and 
over again. The text matter may be 
changed at will, since the letters are 
attached to the background by means 
of two-faced adhesive, and are easily 
removed without leaving a trace of 
their having been used. Additional let- 
ters may be purchased at very little 
cost. 


This flexible arrangement 
permits the merchant to use his own in- 
genuity in changing the form of the in- 
dividual poster, as well as that of the 
entire display. This type of poster not 
only attracts attention because of its 
vivid color and striking appearance, 
but it is in step with the modern trend 
of simplified displays which call atten- 
tion to a few units rather than many. 

Felt posters represent an arrange- 
ment which is both practical and eco- 
nomical. They may be just the thing 
you are looking for, to put that touch 
of individuality in your window—to 
make people stop, look and come in. 
They’re worth trying. 
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gr sce: gp (goods 

featured at a loss) 
may be all right—but for 
these tough days of close 
competition and stunted 
margins, give us the 


PROFIT leaders! 


Pee-Chee’s long recog- 
nized position in the field 
of quality shoe prepara- 
tions enables you to get 
full price and full profit from all Pee-Chee 
Products. 

The famous Pee-Chee “3” gives the 
whole family a complete cleaning outfit for 
all types of footwear: 

Pee-Chee White—a summer leader 
and a year-round seller for barbers, 
nurses, beauty operators, waitresses, 
medical folks, etc. 

Pee-Chee Neutral Creme cleans and 
shines black, tan and colored smooth 
finished footwear (and it’s a favorite 
with the men). 

Pee-Chee Kid Glaze goes great on 
white kid or calf, summer or winter. 


Wise merchants are always cashing in on Pee-Chee Quality. 
Order from your Jobber. 


THE PEE-CHEE CLEANER MFG. CO. 
Cleveland Ohio 


Dee-Chee 


WHITE SHOE CLEANER 








hid Glaze......Neutral Creme 
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MAKE YOURS 
AN INVITING 
INDIVIDUAL 
SHOP 


The drawing power of a charming 
atmosphere is greater than that of a 
lower price. Shoppers the world over 
prefer to buy of—and be seen in— 
progressive, smart looking stores. It 
will pay you handsomely to make 
your shop inviting and individual. 


Hundreds of owners and managers 
have given their shops an air of dis- 
tinction—a background of prestige, 
by equipping them with beautiful, 
distinctive, American Seating Com- 
pany fitting chairs. They will impart 
an atmosphere of exclusiveness to 
your shop—bring in more patrons— 
move more shoes from your shelves. 













Our designers and draftsmen will 
suggest free, an arrangement of 
seating that will not only enable 
you to serve more customers with 
greater speed, but also add 
greatly to the decorative effect. 


One of our 


Send for free newest models 
Booklet,””New —Settee 9513 
: . . distinctly 
Styles in Shop smart — eco- 
Seating” nomical, com- 


fortable 





American Seating 
Company 


(am Makers of Fine Seating for Schools, 
} Churches and Public Auditoriums 
y General Offices: 
Grand Rapids, Mich. 


BRANCHES IN ALL PRINCIPAL CITIES 
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HARD TIMES WAIT 


FOR NO MERCHANT 








T real test of a merchant’s ability comes 

when competition is most keen. Pros- 
perity brings big profits to many stores. 
When good times wane, only the wisest 
survive the depression that follows. If the 
going is tough, but your business still 
continues to grow, then you have some- 
thing to crow about. 


But remember. Hard times wait for no 
merchant! Let up pressure for a minute 
—or slow down your business methods— 
and you'll soon see the results in ebbing 
profits. On the other hand, merchants 
who put on steam to meet today’s un- 
usual conditions, have proven that it is 
possible to overcome “hard times.” They 
write us every day about it. We have 
their sales records in black and white that 
show just what has been done. 


The following is typical of the letters we 
receive. It’s from an eastern merchant. 


(Name supplied on request.) 


**At a time like this, when competition is 
keen, and when conditions behoove every- 
one to gear up his business methods to the 
tempo of today’s buying habits, we felt 
the necessity of modernizing our store 
with efficiently planned equipment, be- 


lieving it would help maintain our present 


patronage. Your co-operation has helped 


us realize our hopes and expectations.” 


Of course, you must keep a complete 
stock and offer good values. Merchandis- 
ing methods are more important than 
ever. But as the letter above points out, 
one of the first things you must do is to 
bring your store layout and display equip- 
ment up-to-date. Give it a modern ap- 
pearance and arrangement. For people 
are now more careful where they buy, as 
well as what they buy and how much they 
pay for it. They’re still buying, but in this 
different way. 


Only the most attractive shops can get a 
profitable share of today’s business. And 
only an efficiently arranged store can op- 
erate economically. Local conditions may 
vary, butour nation-wide experience shows 
that these fundamentals of retail success 
apply everywhere—whether your store is 
on a good corner or a side street—in 
Dallas or Detroit. It will be profitable 
for you to gamble the cost of a postage 
stamp and see how we have helped many 
merchants put new life into their stores. 
You can use the coupon below without 
obligation. Send it today for further in- 


formation about this service. 





GRAND RAPIDS STORE EQUIPMENT 
GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Executive Offices: Grand Rapids, Michigan. Branch offices and representatives 
in every territory. Factories: Grand Rapids; Portland, Ore.; Baltimore; 
New York City. 


STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF 
FINE STORE EQUIPMENT 
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This Coupon Will Bring You Complete Information 





GRAND RAPIDS STORE EQUIPMENT CORPORATION 

1619 Madison, S. E., Grand Rapids, Michigan 

Gentlemen: We are interested. Please send us further information and 
literature. 





















‘. 
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Things to Do Ever 


















spite of conditions it 
will be a GOOD month 
for shoe retailers that have 


1 A new month, and in 


a definite, planned SELL- 
ING campaign for October 
and the will to work with 
might and main, every 
minute of every day to put 
it over. 





LOOK your store over 
with the eyes of a 


stranger. Is it an in- 
viting, friendly sort of 
store? What can you do 


to make it more interesting 
and attractive? This is 
IMPORTANT! The ap- 
pearance of your store defi- 
nitely affects your sales! 





big “style” ad in last 

night’s papers. And 
if possible you should have 
a good “window leader’ 
prominently displayed to- 
day—a good hosiery bar- 
gain, or a house slipper— 
something that will not cut 
into regular business. 


3 OF course you had a 











windows every Mon- 

day. A timely dis- 
play would be Men’s Shoes, 
wi cards suggesting 
“Heavier Weights for Fall 
and Winter ear.” And 
be sure you’ emphasize 
“LOWER PRICES” in win- 
dow cards, ads, and in talk- 
ing to customers. 


5 CHANGE all your 


NOW is no time to let 

dust collect on your 

mailing list! Send 
out a good, strong SELL- 
ING letter on Fall foot- 
wear styles, emphasing the 
fact that today’s shoe dol- 
lar buys more than it has 
for many years. Give a 
few specific examples. 


IF there’s a_ daily 
7 newspaper in your 
town run a mid-week 


“style” ad today. This is 
the month to advertise con- 
sistently for style business. 
Have you made a careful 
inspection for fire risk be- 
fore starting up the heat- 
ing plant for the winter? 


teresting interior dis- 

plays on cases and 
counter ends? Are you 
utilizing your ledges for 
merchandise displays with 
price cards that fairly 
“talk?” Nothing is so 
deadly uninteresting as a 
store with no interior dis- 
plays. 


8 HAVE you some in- 





RUN a good, strong 
9 “style” ad today for 

Saturday business, and 
then rearrange the win- 
dows so that the same 
styles featured in your ad 
have feature displays in the 
windows. Insist that sales- 
men suggest Rubbers to 
every customer tomorrow. 





HERE’S an old stunt, 
1 but a good one. Put 

a fruit jar filled with 
beans in your window with 
a card “Come In and Make 
a FREE Guess as to How 
Many Beans are in the 
Jar? Tonight at 8 p. m. 
We'll Give a $5 Pair of 
Shoes to the Best Guesser !” 








COLUMBUS DAY. 
12 Have an appropriate 

window and _ offer 
some special values to ap- 
peal to the shoppers who 
will take advantage of the 
holiday. With some extra 
effort you can make this a 
good Monday. 








MANY § stores” are 
13 having excellent suc- 

cess with Govern- 
ment post cards for direct 
mail advertising. One store 
sends out an_ imitation 
hand-written one each 
week, with such messages 
as “We Have An Excellent 
Men’s Oxford Special at $7 
This Week.” 





USE another good 
1 mid-week ad today, 

featuring your big- 
gest selling price on wom- 
en’s’ shoes. Then bring 
the same price to the front 
in your window display. 
How is your stock of ga- 
loshes and storm footwear. 
They’ll soon be in BIG de- 
mand! 





HAVE you a _ good 
15 table display of house 

slippers? This line 
should be prominently fea- 
tured from now on. And be 
sure you have a good LOW- 
PRICED . number! Your 
line of Hosiery too should 
have good table displays 
constantly from now till 
Christmas. 





This year particular- 
y you should have some 
added lines, such as Hand 
Bags to get volume. And 
be sure you get items at a 
popular price for Christ- 
mas spenders are going to 
favor the lower prices! 


It’s time to be think- 
16 ing of the holidays. 
1 












Planning Ahead Will Enable You 
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suggesting Rubbers 

to every customer 
last Saturday brought in 
some extra business? Then 
pick out another item and 
do the same thing today. 
If yours is a Men’s store 
why not post today’s foot- 
ball scores on the window? 


17 DID you find that 











Change all windows 
19 again today. Yes, 

it’s hard work, but it 
keeps your store interest- 
ing. And don’t forget that 
your windows are your best 
ADVERTISING medium, 
and you have to pay. for 
them whether you use taem 
to full capacity or not! 








TRY sending out 
2 another postal card 

mailing today, fea- 
turing one_ specific item. 
If there’s good hunting in 
your vicinity you ought to 
be featuring high shoes and 
boots now. Some _ stores 
sell hunting licenses to at- 
tract men to the store. 





STORES in college 
21 towns find it good 

business to get stu- 
dents to sell footwear and 
hosiery on commission. 
With your local prestige 
you can combat the hosiery 
peddler by sending repre- 
sentatives out to take the 
business away from him! 


Christmas boxes and 

other wrapping ma- 
terials it is time to be plac- 
ing your order. Why not 
give your windows a sea- 
sonal touch by using a few 
cornstalks and jack-o-lan- 
terns for the backgrounds? 
Next week comes. Hal- 
lowe’en. 


2 IF you use special 


USE a BIG _ news- 
23 paper ad tonight fea- 

turing style _ lines. 
And how about children’s 
shoes? Isn’t it about time 
they had a good ad too. 
Perhaps the offer of some 
little souvenir with every 
pair of children’s shoes to- 
morrow would help sales. 





Are you keeping up 
24 the Saturday ‘“win- 

dow specials?” If 
you pick GOOD items and 
price them RIGHT you'll 
find they help draw trade. 
Why not use this method of 
clearing your stocks of slow 
sellers, thus making the 
idea serve a double pur- 
pose. 








THE last week in 

October! Make 

every day count! 
Start by putting in the best 
SELLING window display 
you can devise. Put a plain 
price ticket on every pair 
of shoes, and use two or 
three display cards that 
really try to SELL! 


stocks today and 

pick out all the slow 
selling numbers and “turn 
killers.” Mark them down 
to prices that will move 
them out this week. Then 
plan to have a three-day 
Month-End Sale the end of 
pore week and clean them 
out. 


27 BETTER go through 


RUN a good strong 
28 sale ad tonight, an- 

nouncing your End- 
of-the-Month Sale for the 
next three days. Explain 
that this is* your way of 
keeping stocks clean, in- 
stead of waiting until the 
end of the season as so 
many stores do. 


















window you possib- 

ly can for your End- 
of-the-Month Sale. Use big 
price cards, and a stocky 
trim. Get your sale items 
out on tables if possible 
where customers can see 
them. Get some “sale at- 
mosphere” into your store! 


2 Put in the best sale 





RUN another good 
30 sale ad tonight for 

Saturday’s business. 
And how about your plans 
for November? If you have 
not formulated a definite 
day-by-day program to 
keep November volume up 
you had better do it at 
once! 





Hallowe’en a mask 

or horn free to every 
child will make a hit with 
your customers. And why 
not have a good cigar to 
hand to every man who 
buys a pair of shoes? It’s 
a mighty good investment 
in good will for the future! 


3 TONIGHT being 





Columbus Day, foot- 
ball days, Hallowe’en 
—all promise opportu- 
nities for extra sales 
and profits to mer- 
chants alert to oppor- 
tunities. Now is the 
time to figure out how 
to cash in. 
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Make Fall Selling Days Spell Profits 
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RIM-TRED Shoes possess that intangible something so 
much desired, yet so difficult to find in moderate priced 
footwear. Call it personality, charm, |T character or what 








\ you will, it is the distinguishing mark of shoes made from 
. quality materials by master craftsmen and designed by 
\ expert stylists. 






We invite a comparison of ‘“Trim-Treds” with other shoes 
selling at the same or higher prices and for this purpose a 
test Mail Order will be very much appreciated. 

If you have not received your copy of the “Trim-Tred”’ cat- 
alog, please write us. 































sh be 
are carried IN-STOCK. Priced to 
‘ show you an average markup of 


\ more than 40%. 


\ VANITY 
N Avenue Last—16/8 Louis Heel. 
3020-1—Dull Black Kid with Gun Metal Lustre and 
Dull Black Kid Beaded Bow.................. $5.00 
JEAN 

Yorker Last—17/8 Tucked-in Cuban Heel. 
3022-3—Brown Kid with Genuine Reptile Trim. .$5.25 
3022—Black Kid with Patent Trim............. $5.00 


DORCAS 








Stroll Last—15/8 Cuban Heel. 


3002-2—Black Kid with Black Lustre Trim..... $5.00 
3002—Dark Brown with Autumn Brown Trim. . .$5.25 





Za ita LA 


All patterns made in following sizes: 
AAAA—-§12—10 AA—4/2—10 B—3—10 
AAA—5 —10 A—4 —10 C—3—10 











lA a 


Sizes 9Y, and 10 in all widths—SOc. extra. An additional charge 
of 25c. per pair is also made for all orders of two pair or less. 


AVENUE SHOE CO 


Branch of International Shoe Co. 


ST. LOUIS, MO. 


Z a 
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TRUE PROPORTIONS 


TRUE 

















When you use COORDINATED [ASTS | 
and PATTERNS 

















Nature maintains the same proportions in the small, 


medium, and large sized foot. It is now possible, through 





the Coordinated Last and Pattern system, to maintain the same true pro- 
portions of the human foot in the successive sizes of footwear. The Co- 
ordinated Last and Pattern system is an outstanding shoemaking achieve- 
ment that gives to all sizes of footwear the best fitting qualities that genius 
can provide — True Arches, True Heel Heights, True Heel Treads, and a 
True Toe Spring. Uniformity of model appearance in every size means 


stronger style appeal. 








UNITED LAST COMPANY + BOSTON ©« MASS. 
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New 


serles ... 


FIRST AID 
ARCH SHOES 


* 


UNUSUAL 
GOODYEAR 
WELTS 
AT THIS 
PRICE 


* 








No. 0940 
BLACK KID STRAP 


14/8 Rubber Heel 
Widths A to EEE Sizes 4 to 9 


















No. 0840 
BLACK KID 5 EYELET TIE 


14/8 Rubber Heel 
Widths A to EEE Sizes 4 to 9 











For the merchant who is faced with 
the necessity of meeting new price 
levels—here is opportunity! 







The trade has known us for years as 
makers of unusual value in corrective 
welts to retail for five and six dollars. 
We now apply all our skill and knowl- 
edge to the production of a four 
dollar line which can hardly be dis- 
tinguished from yesterday’s five dol- 
lar retailer. 








No. 2405 
BLACK KID TIE—GRAY TRIM 


14/8 Rubber Heel 
AAA to EEE Widths Sizes 4 to 9 









We suggest that you see these shoes 
at the earliest opportunity. Drop us 
a line for samples and catalog. 


We will display the full line at New 
York. 









NOVEMBER 16 to 20 


HOTEL COMMODORE 
ROOM 1474 






No. 1540 
WOS. BLACK KID OXFORD 


14/8 Rubber Heel 
A to EEE Widths ~— 4to9 






National Seasonal Opening 
and Shoe Display Week 











“nAMMm——p> AMA 


WRITE FOR OUR 
NEW CATALOG 








DEVINE & YUNGEL 


* SHOE MANUFACTURING COMPANY 


* 
HARRISBURG, PA. 
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“TAKE THE UNCERTAINTY OUT OF 
WOOD HEEL MAKING” 


“Take the uncertainty out of wood heel making,” 
was the order given the inventors and operating men of the 
Mears Company. And in spite of extreme price competition 
by heel manufacturers who don’t realize what uniformity 
means to shoe manufacturers, the Mears Company has gone 
steadily ahead, doing more business every year, including 
this year, reducing prices as fast as costs make this possible, 
and making real contributions to development. In fact, al- 
most all the basic improvements which have been made are 
Mears made: 





FIRST: Perfecting the turning-machire to make accurate 
duplication of heel profiles possible. 


SECOND: Perfecting automatic groovers to make the 
breasts of heel blocks uniform and accurate without any of 
the variation present in hand scouring methods used by 
others. 


THIRD, and so on: Dozens of minor but important im- 
provements or inventions in grading, doweling, breast slot- 
ting, concaving, measuring, inspecting, conditioning, hand- 
ling, packing, etc. 





AND NOW/ 


THE AUTOMATIC SPOOLING 
(or Rounding) MACHINE 


Upto now rounding (or spooling) 
of tops has been done by hand, 
the corners have been “knocked 
off”, and no matter how skilled 
the operator, uniformity of shape 
has been impossible. 








OTHER TOPS 
HAND SPOOLED 









NOW rounded tops or unique 


shapes can be made in volume THE NEW MEARS 
production with almost perfect MONOSPOOL 
uniformity. MECHANICALLY SPOOLED 


Therefore, more of the uncer- 
tainty has been taken out of 
heel making! 





All Mears (and associated) plants are being equipped to make Monospools. 


FRED W. MEARS HEEL COMPANY, INC. 


Look fo 
eat AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. 


this trade-mark 
Associated Companies 


onevery heel seat CONWAY WOOD HEEL COMPANY, CONWAY, N. H. 
MERRIMACK WOOD HEEL COMPANY, SALEM DEPOT, N. H. 
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Bright Red Rust 

Rose Red | Bright Green 
Persian Red Persian Green 
Wine Red Olive Green 


Spanish Tile Dark Green 





The Wow Cosi 














Y.vown e CCCSSOVIUES  ‘ ave S IVT I1NCC 


Brown hats and shoes are worn with: 


Bright Blue 
Mustard Yellow 
Beige 

Grey 


Tweed Mixtures 


This means increasing importance for 


| cies No, 172 


ol ile Q, ’ re 


chimples by request to | 1762 - 100 Gold Sree, (New York 
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Tap Dancing Slippers Shoe C, 
Beret a Duane Shoe Company) Ri 
1206—Patent Leather They Mr. Max Metzner, former ee | of | forc 
PGES Wei the Duane Shoe Company, has rallied some § jn ¢] 
209—Pa Le Th ; 
boi See of the salesmen of the old firm and on Tues- 9 a¢ | 
eae: oe < pene day, September 22nd, re-opened the Duane | wer, 
1207—Patent |, Leather One Shoe Company, Inc., 149 mes - ha fA 
De SBTC cccccee : 
new firm will specialize in ladies Novelty © 
1200—Black Kid One Strap, >» yeatl 
Be-T veeeeeeeeeeees $1.50 Shoes to retail at $4.00, $5.00 and $6.00. 
All with leather top lift i ae f som 
We also carry a complete line of Hard Pas and Soft Toe : Duane was formed with the idea o spe- Its € 
Ballet Slippers in Stoc cializing in women’s novelty footwear and § ope: 
in March, 1913, took a second floor loft at § nam 
oe nee eee a 149 Duane Street. During the first few § for 
le a years they were in business they were phe- beer 
iw ~—— A nomenally successful in jobbing women’s § that 
. shoes and were probably one of the first § of I 
OUR LEADER } jobbers in the shoe industry to sell ladies’ § a y 
} G10--Patent | Seamless, 20/8 Spike, novelty footwear at the then high price of § $301 
soe ce Seamless, 15/8 Baby, # $5.00 per pair. During the early part of § 7 
SPs Suite Segenies, 91/8 doe 1917 they acquired a factory in Brooklyn |) pa, 
$2 10 cw a where they started to manufacture a line |) per 
. Gl—binck » Kalter Seamless, 15/8 p Of ladies’ high grade Turn shoes. During | py, 
rors Moire Regent, 20/8 Spike, the war these shoes sold as high as $12.00 ) je, 
22 Wie sata Recent, 20/8 Soi, and $14.00 per pair wholesale, and at the | choy 
Dyeing vt inecandal time Duane was unable to cope with the in- 1 
| ES acer aia satiable demand! afi 
8 blk ae In 1920 the factory was moved to Haver- } sibj 
Spike, 44 to 8A; hw se hill, Massachusetts, and the company began 7 est 
62i—Black Suede Calf Regent, 15/8 ’ 
Baby, 3 to 8 C. | to manufacture McKay sewed shoes. Due 7 ther 
Abt SHOES Svs IN. VAMP: FEATHER EDGE: ONCO INNER. NING: to the growth of their business they were | with 
B. Friedman Shoe Co., 109 Reade St. * N. | i 
& bey Mie gi. es Ree Sere ii 
& aja 
SNEx We Challenge Comparison with Any Other 
past ee Shoes in the Country at 
é ( These Prices 
q . P No. 4371 — Black Suede Calf 
Smart Pi oe the Senior Miss $9.15 5 °°" Grose Strap "Grey Ringtal 
IN STOCK : No. 4372 —'same, Baby Heel, ( 
We present the Janice, one of a we No 73 same, Cuban Heel, 
variety of beautiful models newly 15/8. 
introduced to our “Diploma Girl No. 7361 — Same, Gunmetal 
Vhoes.’’ With the new 13/8 heel, Calf, High Heel, 20/8. 
the high school girl and the col- No 7362 — Same, Baby Heel, 
7 lege miss will not have to pur- 15/8. 
chase ‘‘women’s shoes’’ in order ) Ne. 7 e3—Same, Cuban Heel, 
7 Ry Bn or ee » No. re ieee. , Patent 
Our fall catalogue lists and illus- Heel 20/8 Trim, High 
service af, smartiy styled shoes Pa: No. 7382 a Same, Baby Heel, 
oT ieee tammage ~ No. 7883—Same, Cuban Heel, 
DR. A. POSNER SHOES, INC. PE yen angel — 
140 West Broadway New York City b Y OTHE ANY 
Great New York Factory Warehouse ' 145 Duane St. New York City 149 
6 ale 
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q forced to seek additional factory space and 
> in the early part of 1928 acquired a factory 
at Marlboro, Massachusetts, 


where they 
were producing 1800 pairs a day. 


As a further sales stimulus, about two 


; years ago Duane decided to specialize in 
) some one novelty that would be unique in 


its class and with this in view perfected an 
opera pump and registered it under the 
name “The Dancette Pump.” The demand 
for this pump throughout the country has 
been tremendous, one merchant claiming 
that he built up a business through the sale 
of Dancette Pumps from about $50,000.00 
a year to an annual volume of over 


$300,000.00! 


The fact that during 1928 the sales in 
Dancette Pumps represented about sixty 
per cent of the total business done by 
Duane, proves conclusively the whole- 
hearted response accorded this pump by 
shoe merchants. 


The Duane Shoe Company policy has 
always been to give the greatest value pos- 
sible and to extend to merchants their earn- 
est co-operation with the aim of helping 
them increase both their volume and profit 
with Duane shoes. 


HO SMAS, fn ST. 
PES 





IN STOCK 
$15 


3299—Brown Kid cross strap, 
parchment piping and genuine 
snake tabs on vamp. Also in 
patent leather and kaffor kid with 
grey piping and genuine snake 
tabs. High and baby heels on 
each. A B & C widths. Sizes 3% 
y to 8. 





BLEECKER SHOE C0O., INC. 138-40 Duane Street 
BOSTON: 216 ESSEX STREET 








diag vies | oo bk Le 


sCac 
= 
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She GREAT WHOLESALE MARKET 






4 





The “Buy in New York 
Market” Pages \ 


are groupings of the best offerings of the 
New York market houses, leaders in style, 
quality and progress. These pagse appear 
every other week. It will pay you to look 
for them. 








~~ = _ —s~ 


A WINNER 
BEAUTIFUL GORE STEP IN 


Sop .25 


IN STOCK 


e- Suede, 20/8 


Spike 

853—Black Suede, 15/8 Baby 
Spike Heel. 

850—Black Kaffor Kid, 20/8 


eel. 
851—Black Kaffor Kid, 15/8 
Baby Spike Heel. 


Widths AA to C. 





Sizes 2% to 8. 


Duane Shoe Co., Inc. 
149 Duane Street 


ee = <p 


{ 


New York City 
Bis 


Church’s Imported 


SPATS 


Carried in Stock 


$30 


PER DOZEN 
Protect your reputation with SPATS that Fit 














Also domestic grades carried in stock at $7.50 per dozen and 
$16.00 per dozen. Popular shades 


Samples Submitted Upon Request 


LYONS & COMPANY 
122 Duane Street 


New York, N. Y. | 
SPECIALIZING IN SHOE STORE NOVELTIES s 
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J. R. BURNS 


Shoes for Her 
| Formerly $B retai | 


NOW 
‘400 


retail 










































Thrittily 
Priced 
Shoes 





































Although Burns prices are lower this season 
we are glad to assure our customers that the 
same standard that has always characterized 
Burns merchandise and service will be main- 












\ 

The completeness of our new stock at this  \ 
S {2 WH time and the correctness of the Burns fall styles | 
Oy <A See fe) 8 en will facilitate the selection of shoes for all 


occasions. 


F ormer ly 4 ret 31 ! Write for salesman to call with samples. 


JI.R. BURNS. 
NOW, 00 SHOE COMPANY 


ENDICOTT, 
NEW YORK 
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SATURDAY, SEPTEMBER 26, 1931 








EVERY 


WEEK 








q HOW’S BUSINESS? > 


Medium Priced Shoes Move 


SEATTLE—September days are far 
from melancholy for local shoe mer- 
chants, all of whom are doing good 
business in their medium-priced lines; 
business that equals and in some cases 
betters that of the same period a year 
ago. However, September brings its 
problems, the most important one right 
now concerning the purchase of rubber 
merchandise. Most merchants antici- 
pate a long rainy season. 

Seattle Winters vary in dampness, 
and it is a gamble whether to increase 
or limit rainshoe purchases. The Winter 
of 1929-30 was extremely wet, and 
many merchants found that in addi- 
tion to a heavy Fall rubber goods 
business many customers made second 
purchases along in February. Last 
Winter, however, most merchants were 
stuck with rubber footwear, due to an 
extremely dry season. 

Suedes reign supreme in most wo- 
men’s shops here, although the Olympic 
Slipper Shop, catering to a high-class 
trade, finds they fall behind kid and 
similar leathers. Reptiles are rapidly 
fading from view. And in the past 
week’s business brown and black are 
running an almost equal race for popu- 
larity, possibly brought about by the 
showing of brown in fall dress collec- 
tions. Dressy ties and plain pumps 
are most called for. 

Baxters, Inc., announce that the Sat- 
urday of Sept. 12 was the biggest day 
at their second shop on Fifth Avenue, 
since it was opened early in the Sum- 
mer. Their Fall merchandise, which 
stresses black suede, is going over big. 

Tracy Peters of French-Shriner-Ur- 
ner men’s shop, say they are showing 
shoes of the heavier Scotch grain and 
heavier soles, and anticipate increased 
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demand for rubbers. This store re- 
cently reduced its price range from 
$12.50 to $15 down to $10 $12.50. Busi- 
ness in this shop is reported about the 
same as last year, but the total yearly 
volume is ahead of last year. 





Hide Futures Lower 


New YorK—Hide futures trading for 
the week ended Sept. 11 was featured 
by heavy trading and wide price move- 
ments. The net changes on the Ex- 
change for the week were 115 to 125 
points net lower, despite vigorous ral- 
lies brought about by short covering 








SHOP TALK 


by 
H. F. B. 


We liked the way 

That “Tony” Geuting 

Hit the subject 

Of retail rents 

At the New York Convention. 


He boldly stated 

That retail rents 

In the shoe business 
Are much too high; 
That the cost 

Of doing business 

Must come down 

With merchandise prices. 


It looks as if 

Now is the time 

To talk turkey 

To the landlord 

Who probably realizes 
That vacant stores 
Help pay no taxes. 


Anyway, we've heard tell 
Of a chain or two 

That went bankrupt 

For the prime reason 
Of breaking leases. 


That’s pretty rough 
But it won’t hurt 

To tell the landlord 
About such things. 
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and new speculative buying on the 
breaks. 


Sales for the four trading sessions 
amounted to 18,880,000 lb., of which 
7,240,000 lb. were transacted at one 
session, a new high record. 

A substantial quantity of hides was 
sold by packers the domestic market 
reflecting a decline of 1 cent a pound. 
The Argentine basis was fractionally 
lower. 





Chieftain Co. Doubling Output 


BALTIMORE.—The demand for Chief- 
tain products, manufactured by the 
Chieftain Manufacturing Co., Inc., is 
growing all the time, and the concern 
is finding it necessary to install new 
automatic equipment in order to in- 
crease production. The concern, which 
is owned by J. D. Steele, prominent in 
the shoe and leather dye industry of 
this market, manufactures shoe _pol- 
ishes under the name of Chieftain, and 
leather dyes, shoe dyes, etc. The ad- 
ditional new equipment will enable the 
concern to double its present output, 
which is 60 per cent higher than it was 
for the same period of last year. In 
addition the building housing the con- 
cern is being remodeled. 





Polish Production to Start 


CoLumMBuUs.—The Parks-Walters Co., 
recently organized in Columbus for the 
manufacture of a new type of shoe 
polish, has leased a factory at 291 
Deshler Avenue and will start produc- 
tion Oct. 1. Frank Parks, president 
of the company, is the originator of 
the polish which is the result of sev- 
eral years’ experimentation with vari- 
ous colors and polishes. In addition to 
Mr. Parks, the officers are D. F. Wal- 
ters, vice-president and general man- 
ager, and Mrs. Nellie Kienle, secretary 
and treasurer. 
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Largest Shoe Section in Cleveland 


CLEVELAND—When the Higbee Co., 
local department store, moved into 
their new building on Public Square 
on Sept. 8, they opened a women’s shoe 
department with a seating capacity of 
360. This is located on the third floor. 
In addition to the women’s department 
they now have a men’s department, a 
children’s department and a basement 
department. Both the men’s depart- 
ment and the basement department are 
new departures to the Higbee Co. and 
were not included in the old store. 

The women’s» shoé department is 
handled by F. L. Finnegan, manager, 
with Donald Talbot as assistant. A 
separate $6 division is managed by 
J. B. Murphy. Club chairs are used 
throughout the department, which is 
unusually spacious with high ceiling 
supported by large columns. The chairs 
are finished in striped brown uphol- 
stering while the department is fin- 
ished with light walnut woodwork. 
Full length mirrors are interspersed 
throughout. Shoes up to $18.50 are 
sold in the women’s department. 

The children’s department, including 
shoes for boys and the modern miss, 
is located on the fourth floor adjoining 
the children’s wear department. This 
department is in charge of Mrs. Mae 
Meusel, buyer. The department car- 
ries a seating capacity of 60 with club 
chairs finished in brown moire striped 
upholstery. Glass -top display cases 
border the open side while seven dis- 
play niches are found in the solid wall 
side. Woodwork is in light walnut. 

The men’s shoe department is lo- 
cated on the Prospect Avenue level or 
mezzanine adjoining the men’s clothing 
department. Myron Wade, formerly 
manager of the MacAdams Co. shoe 
division here, is buyer of men’s shoes. 
His department also carries the club 
layout with chairs upholstered in red 
leather with all woodwork in light wal- 
nut. All stock is hidden in a rear stock 
room. Three display cases are main- 
tained, including a glass top case and 
two wall cabinets. A full line of Net- 
tleton shoes are offered. 

The basement department, with a 
capacity of 130, is in charge of H. C. 
Hartt, former assistant manager of the 
basement department at the Wana- 
maker store in New York. 





Charge for Shoe Services 


SAN FRANcisco, CaL.—A precedent 
for the observing of local or State 
holidays was set on Sept. 2 at a special 
meeting of the Retail Shoe Dealers’ 
Association of San Francisco, held in 
Room 242 of the Pacific Building, the 
resolution reading as follows: 

“Resolved, that the Retail Shoe 
Dealers’ Association of San Francisco 





endorses and approves the resolution 
of the Retail Merchants’ Association of 
San Francisco, as follows: ‘When the 
Admission Day (Sept. 9) celebration 
is held in San Francisco, this Associa- 
tion will recommend that all retail 
stores close. When the celebration is 
held in a city other than San Fran- 
cisco, we will reeommend that all retail 
establishments remain open.’” In ac- 
cordance with this resolution, all shoe 
stores and shoe departments (except 
those in one large department store) 
in San Francisco remained open Sept. 9. 

At the regular monthly meeting of 
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This seven column ad in the New York Sun 
of September 16, brought lots of customers 
and a host of doubting Thomases among the 
shoe trade to the Beck stores. Both custom- 
ers and shoe men bought generously—the 
customers because they believed they were 
getting a bargain, and the shoe men because 
they wanted to check on their doubts and 
fears. Many pairs of the pumps were care- 
fully dissected in shoe show rooms and 
offices. All of them were actually hand- 
sewed as indicated in the letter from the 
factory to the store organization shown in 
the upper left corner of the ad. 








the Retail Shoe Dealers’ Association, 
held Aug. 26 in the St. Francis Hotel, 
a 50c. charge was commented upon as 
a reasonable one for any one of the 
following new-shoe services: Taping, 
cutting down vamps, lowering heels, in- 
serting suede linings. It has hereto- 
fore been customary to render these 
services free on new shoes sold. Here- 
after, the monthly meeting will be held 
on the next-to-the-last Wednesday of 
each month instead of on the last 
Wednesday, bringing the September 
meeting on the 23rd. 





Store Name Changed 


Woonsocket,’ R. I.— The name of 
Boucher Tetu Company, veteran shoe 
retailers here, has been changed to 
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Boucher Shoe Store, Inc. 
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Wright Broadcasts Nationally 


RockLAND—Much interest is centered 
in the new E. T. Wright Arch Pre- 
server radio program introduced for 
the first time over the air last Tuesday 
night over a group of 22 radio stations 
from coast to coast. 

This program introduced a new plan 
and a message of foot comfort to all 
men, presented against a background 
of march music by Major X and the 
Wright Arch Preserver shoe band. 
The program is produced during the 
evening hours twice a week over the 
following stations: _WFBL Syracuse, 
KHJ Los Angeles, WHK Cleveland, 
WKRC Cincinnati, WGST Atlanta, 
KFRC San Francisco, WGBK Scran- 
ton, KTSA San Antonio, WJAS Pitts- 
burgh, WBZ and WBZA Boston and 
Springfield, WXYZ Detroit, WHEC 
Rochester, WKBB Great Falls, WJAR 
Providence, WGBF Evansville, WCSC 
Charleston, WIAS Ottumwa, WKKV 
Minneapolis, WORC Worcester, WF DF 
Flint and WFBG Altoona. 

Stirring music and a series of mes- 
sages on “The Shoes That Leaders 
Wear” is the basis for the new radio 
presentation by the well known Rock- 
land manufacturers of Arch Preserver 
and Just Wright shoes. Newspaper 
ads, direct mail and other dealer helps 
support the broadcast. 





Chandler Stores Combined 


ATLANTA—The Chandler shoe store at 
55 Whitehall Street has been- closed, and 
the sales force and stock transferred 
to the Chandler Boot Shop at 172 
Peachtree Street. The combined stores 
will be under the management of C. E. 
Hadaway, formerly manager of the 
Whitehall shop. This is in line with 
the retrenchment policy being followed 
by other Atlanta shoe stores, the two 
Baker shoe stores on Whitehall Street 
having been combined as one store a 
few weeks ago. 





Nathan Bros. Buy Selig Stock 


INDIANAPOLIS—The entire shoe stock 
of Selig Dry Goods Company here, 
consisting of several thousand pairs of 
Entroth shoes, has been purchased by 
Nathan Brothers, owners of the Store 
Without a Name, located in Indianap- 
olis. The purchase was made when the 
stock of the dry goods company was 
liquidated to close the business. The 
shoe stock will be placed on special 
sale. 





New Miller-Jones Store 


XENIA, OHIO—The Miller-Jones Shoe 
Co., with headquarters in Columbus, 
has taken a long time lease on a store 
room in the Flynn Building at Second 
and Detroit Streets and a unit of the 
chain will be opened about October 15. 
The store room is undergoing extensive 
remodeling. 








Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 26, 1981 


> THE PURPOSE OF BUSINESS IS PROFIT 4 













































is 
Fs 
4 

“< 





NEW 


bave officially adopt 
GRO-CORDS. 


Ditterent 


GRO-CORD 
GRIP SOLE | 
and HEEL of b 


ERHAPS most remarkable of all 

the unusual GRO-CORD develop- 
ments: GRO-CORD GRIP soles and 
heels of corded crepe. 


Stutdy cords, the same used in the best 
cord tires, are embedded upright in live 
crepe rubber, throughout entire construc- 
tion of sole and heel. The heel matches 
in design with the sole. 


Light in Weight 
GRO-CORD GRIP has all the non-slip, 
long wearing qualities of famous GRO- 
CORD construction. 


IT’S UNUSUAL 







Better— 


CORDED CREPE 


Wear keeps the cord ends bare— 

and the tread slipless to the last day 
of wear. National advertising in The 
Saturday Evening Post, Boy’s Life, 
National Safety News is building a con- 
stantly growing demand for GRO- 
CORDS, the soles and heels that give 
such amazing wear. 


Your Corded Crepe Sample 
is Ready — Write today 
Decide now to see one of these new GRO- 
CORD Corded Crepe Soles. A letter or a 
postcard bringsyou a sample. W rite today. 


THE LIMA CORD SOLE ®&® HEEL COMPANY 
Dept. 9-A :: Lima, Ohio 


&. Fully Protected By Patents; . 


_NON-SLIP | 
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WHERE TO BUY 


Men’s Shoes 
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NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 











FAVORS NOVEMBER SHOW 
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“HIGHEST GRADE ONLY’, 
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Boston—183 Essex Street 
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Early Spring Opening Advantageous 

“Our company is enthusiastic re- 
garding the November Seasonal Open- 
ing and Shoe Display Week in New 
York,” says Harry G. Johansen, vice- 
president, Johansen Bros. Shoe Co., St. 
Louis. “We have reserved rooms and 
will display our lines in New York at 
that time. We have also written to all 
our salesmen asking them to support 
the undertaking whole-heartedly. We 
have a certain number of our custom- 
ers who contact New York and who 
buy at least some of their Spring shoes 
in November; and we believe that if 
the manufacturers as a whole will sup- 
port the opening in November, that it 
will result to the material benefit of 
the industry and that the retailers of 
the country will have a much better 
opportunity to determine upon their 
merchandise. 

“There is no question but that raw 
materials have been at a low cost, and 
that unusual values can be given. We 
also believe that we can give better 
satisfaction to our customers by show- 
ing in November our advance styles, 
and determining upon at least a por- 
tion of our business to fill in our manu- 
facturing schedules in December, which 
will result in more even production, 
better workmanship, less confusion and 
better values. 

Better business and better service 
can be expected if this opening and dis- 
play of the National Boot and Shoe 
Manufacturers Association is generally 
supported in the industry. It is a move- 
ment aimed at general benefit, and I 
believe is worthy of our general sup- 
port.” 


Rules Against “Paul Jones” Mark 
WASHINGTON, D. C.—Two reasons 

have been assigned by First Commis- 

sioner of Patents William A. Kinnan, 
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THEY WANT TO KNOW 
WHERE TO BUY 





RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. These replies will be for- 
warded to the inquirers. In each case please 
refer to the code identifying number. 

N 374. Men’s woven leather sandals. 

N 375. Factory lines of women’s shoes to 
retail at $1.98 to $2.50. 

N 376. Special seating equipment for chil- 
dren’s shoe department. 

N 377. Welt ankle support shoes for chil- 
dren. 

N 378. Gym shoes for both men and 
women. 

N 379. Men’s bowling shoes (2 inquiries). 

N 380. Inexpensive bath sandal for college 
girls. 

N 381. Popular priced hand bags. 

N 382. Children’s high top shoes with steel 
ribs sewed in the sides. 





A SESS 


for his refusal to permit Nath’l Fisher 
& Co., of New York City, to register 
the term “Paul Jones” as a trade mark 
for shoes. 

In the first place the commissioner 
ruled that the New York firm may not 
register the mark for the reason that 
the term “Paul Jones” is already used 
as a trade mark for use, and in the 
second place he pointed out that a 
name “not distinctively written” is not 
registerable as a trade mark. He also 
called attention to the fact that Paul 
Jones is the name of an officer of the 
company which manufactures Paul 
Jones shoes at present. 

“Under these circumstances,” Com- 
missioner Kinnan said, “it is thought 
the opposer would clearly enough be 
damaged by the registration of his 
name as a trade mark in connection 
with goods of the character which he 
and the application both engaged in 
manufacturing and selling.” 

He refused to hold that Paul Jones 
is the name of the famous naval offi- 
cer, contending that John Paul Jones 
was the name of that man. 
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Crowding a 
Profit otory 


into a 


Nutshell 


..:. the answer to the ever 
tucreasing demand fer 
footwear* that embodies 


orthopedic correctness 
and distinctive-Styling . 


Smart, comfortable and 
popularly 


)Steriffick, Shoes | 


riced this 

modern” footwear merits 

a prominent place in the 

parchanaiing planus of 
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SIENTIFFICK SHOE CO. 


Branch of The HC.Godman (o. 
COLUMBUS, OHIO 
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WHERE TO BUY 


W omen’s Shoes 
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FOR WOMEN 


THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 
Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, lil. 

















































WHERE TO BUY 


Men’s & Women’s 
Slippers 


oo 














i) L. B. EVANS’ SON CO., Wakefield, Mass. Ok) 













“W. S. CHASE & SONS, INC., 
HAVERHILL, MASS. 

Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.85 
Kid Pullman Slippers, 
colors and Black with 
Snap Pocket sito 
Zipper Pocket $1.70 
Boston Office: 501 Statler Bidg. 








Men’s 6-11, C, D, B.......000- 25 








MODERNISM FOR KIDDIES 








Appreciation of a modernistic store setting is not confined to the adult population 
of the country. The operators of the Broadway-Hollywood shoe shop went on this 


assumption when they fitted up their new store in Hollywood, Cal. 


Perhaps the 


“movie” influence in the film capital had something to do with it, but, at any rate, 


here’s how the new children’s department looks. 


The polished metal chairs are 


upholstered in moire. 





Gets “Quality Five” Registration 


WASHINGTON, D. C.—Assistant Com- 
missioner of Patents William A. Kin- 
nan has ruled that the J. W. Carter 
Co., of Nashville, Tenn., may register, 
as a trade mark for shoes, the words 
“Quality Five,” on a design, nothwith- 
standing the prior use by the Jarman 
Co., of Nashville, of the mark “The 
Friendly Five” as a trade mark for 
the same goods. 

The commissioner said he based his 
decision on the fact that the word 
“five” merely refers to the price of the 
shoes and is therefore descriptive, the 
marks not being confusingly similar. 





New Youngstown Store 


YOUNGSTOWN, OHIO—A new woman’s 
shoe shop has been opened in the Lerner 
Building on Federal Street under the 
name of Cinderella, Inc. The shop will 
feature one price footwear under the 
trade name of Cinderella. A. P. Diren- 
field, who was formerly in the shoe 
business in Cleveland, is general man- 
ager. 


Fire Damage 

POUGHKEEPSIE, N. Y.—Smoke and 
water caused damage estimated at 
$3,000 when fire broke out in the rear 
of the L. T. S. Outlet shoe store at 
198 Main Street. The blaze is believed 
to have started among a stock of rub- 
bers on a shelf. 


» ABOUT PEOPLE < 


A RCN RR OC CEA A 
Hide Exchange Re-elects McKendrew 


NEw YorkK—Edward L. McKendrew, 
of Armand Schmoll, Inc., was reelected 
president of the New York Hide Ex- 
change at the annual election of officers 





Oc B. EVANS’ SOW CO., Wakefcid, “Mase. 3 





and governors held today. 
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Other officers who were reelected fol- 
low: First vice-president, 
Schmoll, Jr., of Schmoll Fils Asso- 
ciated, Inc.; second vice-president, 
Claude Douthit, of the American Hide 
& Leather Co.; treasurer, Floyd Y. 
Keeler, of Orvis Bros. & Co. 

Three new candidates for the Board 
of Governors were elected. These were 
Harold L. Bache, of J. S. Bache & Co.; 
Ralph L. Pope, of the Northwestern 
Leather Co. Trust, Boston; Arthur L. 
Webster, of A. L. Webster & Co., Chi- 
cago. 

Governors who were reelected to 
serve on the Board for the coming year 
follow: 

Leo Arnstein, of J. S. Rossbach & 
Bros., Inc.; George B. Bernheim, of R. 
Neumann & Co.; Louis F. Clarendon, 
of M. E. Clarendon & Sons, Ince.; I. 
Henry Hirsch, of Adolph Hirsch & Co., 
Inc.; Milton R. Katzenberg, of Jacob 
Stern & Sons; Jerome Lewine, of H. 
Hentz & Co.; Fraser M. Moffat, of the 
Tanners’ Council of America, and 
David G. Ong, of the United States 
Leather Co. 

The vote of the membership reelect- 
ing President McKendrew and other 
officers and governors was unanimous. 





Lyons Opens Antioch Store 


LOUISVILLE—Noel H. Lyons, asso- 
ciated with Byck Brothers in the shoe 
business for eighteen years, has opened 
the Antioch Shoe Salon on the second 
floor of the Francis Building. Assist- 
ing him is Miss Mamie Tindor, for- 
merly saleslady in the shoe department 
of Du Rand-Perry. 

The_shop is furnished in the modern 
manner as a reception room with no 
shoes visible except a few choice styles 

[CONTINUED ON PAGE 62] 
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MBLEADERS HIP 
B L A C K S VICI 4 O 1s The Dull Finish continues the favorite of the so- 


phisticated woman with unerring taste in fashion. 


VICI 402: A medium Black, brighter than Mat but duller 
] than Glazed ... a finish that can go any- 
where and always be in the mode. 


VIC] 40 Os Black Glazed, a staple which has often been 
imitated but never equalled, takes its perennial 
place in the world of chic. 


x & * 
Recess. VICI 21 6: A Brown reflecting the spectrum of Fall 


fashions. 


VICI 21 8: A rich deep Brown, thoughtfully chosen to 
complement the Fall trend. 


VICI 2 2 5s: a Brown bespeaking Fall, a luxury for women 
and a necessity for men. 


* x * 


VICI 41 23 A distinguished Green foreshadowing the new 
importance of the colour accent in the accessory. 


VICI150 5: A triumph in Fall Blues. 


VICI3 25:4 Beige of individual character, yet harmo- 
nizing with other colours. 


ROBERT H. FOERDERER, INC. 
FRANKFORD, PHILADELPHIA 


"SEND FOR ; 
SWATCHES k] fa 


REG. U. S_ PAT. OFF 
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WHERE TO BUY 
Modern Misses’ Shoes 
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IN STOCK 
Style 
7337—Black Pin Seal 

Specta Pump 

7338—Brown Pin Seal 
Specta Pump, 12/8 
Heel, AAA-C 2%-8 
Price 3.60 
7335—Black Pin Seal 
Specta Strap 

7336—Brown Pin Seal 
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BURDETT SHOE CO. 


LYNN, MASS. 


WHERE TO BUY 


Children’s Footwear 
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PATENTED 


ROBA» 
*SHOES 


Finest Quality Children’s Shoes 


Manufactured continuously since 1892 


by 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 








MRS. DAY’S IDEAL BABY 


SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles— Infancy to 
four years! 


Danvers, Mass. 














Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE Co. 
THIENSVILLE, W'S. 
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on a small display shelf, the stock be- 
ing kept behind a mahogany partition. 
The walls are in soft tan, decorated 
with colorful prints. The comfortable 
wicker furniture is upholstered in blue 
and rose tapestry to harmonize with 
the goblin blue rug. 

Only the Antioch shoe, developed by 
Antioch College in Yellow Springs, 
Ohio, is carried and special attention 
is given to providing teachers, nurses 





















[EH BASS © CO. 11 Main St. WILTON, MAINE J 








and other women much on their feet 
with correct footwear in smart styles. 

In Antioch College, the students are 
required to study five weeks, then go 
out in the world and work ten weeks 
at a practical job in line with their 
studies. It was found that the girls 
were handicapped by physical difficul- 
ties, the majority of which were traced 
to incorrect shoes. So a shoe was de- 
veloped by the college that would be 
both smart and correct that the girls 
might meet their college responsibili- 
ties as the boy students. The Antioch 
shoe, selling at from $8.50 to $12.50, is 
the result. 


Changes in Schiff Managers 


CoLuMBUS, OHIO—A number of 
changes in managers have been made 
by Schiff Co., operating a chain of 175 
retail shoe stores, many of which are 
located in department stores. 

Ben Gordon has been transferred 
from the Michigan Avenue store in De- 
troit to manager of the store at Jack- 
son, Mich. Mac Palmer, formerly with 
the Michigan Avenue store, Detroit, is 
now manager of the new unit estab- 
lished at Birmingham, Ala. Nate 
Friedman is now manager of the store 
at Port Huron, Mich.; while Emil Phil- 
lips, formerly manager at Port Huron, 
has been transferred to the Hamtramck 
store as manager. Sam Kotzer, for- 
merly at the Hamtramck store, is now 
assistant to Manager Walsh, of the 
Highland Park store in Detroit. 

Irving Goldenson, formerly manager 
at Auburn, N. Y., has been transferred 
to Utica, N. Y.; while Emil Platzer, 
who was manager at Utica, has been 
transferred to the Auburn store as 
manager. Sid Hyman, who was asso- 
ciated with the Federal Street store in 
Pittsburgh, has been made manager of 
the new unit to be opened in Reading, 
Pa. His place in the Pittsburgh store 
has been taken by H. T. Simon, a new- 
comer in the organization. Joseph 
Goldberg, formerly assistant at Bridge- 
port, Conn., has been made manager of 
the new unit opened at Hartford, Conn. 





To Represent Wholesalers 


New YorkK—The National Associa- 
tion of Shoe Wholesalers will be offi- 
cially represented at the Semi-Annual 
Style Conference in New York, Oct. 8 
and 9, by the following committee: 

Elkan R. Myers, D. Myers & Son, 
Baltimore, chairman; Walter F. Ela, 
C. A. Goodnow Shoe Co., Boston; C. F. 
Woltman, Monroe Bros. & Co., Phila- 
delphia; Harry D. Hurd, Hurd Shoe 
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THE VOICE OF THE PUBLIC 


In 
the bottom of the pair she had worn into the 
store was a label bearing the name of a mer- 
chant whose store was halfway across the con- 
tinent from the shoe store she was in at the 


The lady was trying on a pair of shoes. 


moment. She chanced to remark that the old 
shoes had always hurt her feet a little. The 
proprietor himself was waiting on her, and cer- 
tainly he had not failed to see that other mer- 
chant’s label in the offending shoes. More- 
over, they were of a brand he had never stocked. 
But he took good care to conceal both these 
facts from his customer. ; 

Graciously he took those shoes back wherever 
it is shoe merchants take shoes for that pur- 
pose, and stretched them carefully. There was 
never a hint, either by look or act, to indicate 
that the shoes had not been bought from him. 
Indeed, he rather contrived to make his fair 
customer feel that he was personally responsible 
for the failure of those shoes to fit. She bought 
new shoes from this gracious merchant. And 
in relating the experience to a friend later, 
she declared, “I think he’s the finest shoe man 
I’ve ever met.” 


Mitesh / 
Hohe tring 
Colorado, 








Co., Inc., Utica, N. Y.; Henry Bell, Jr., 
Bell Walt & Co., Philadelphia, presi- 
dent; Robert H. Adams, Cushman-Hol- 
lis Co., Auburn, Me., advisory member. 





Arenson Promoted 


St. Lours—Edison Brothers Stores, 
Inc., announce the appointment of 
Joseph M. Arenson as supervisor and 
sales manager of their Pacific Coast 
stores. Mr. Arenson joined the com- 
pany ten years ago as salesman, and 
has steadily advanced through various 
managerial positions to his present one. 
Mr. Arenson’s appointment follows the 
company’s policy of advancing mem- 
bers from within its ranks. 

Edison Brothers Stores, Inc., oper- 
ates 50 women’s shoe stores in the prin- 
cipal cities of the United States, with 
annual sales of $7,000,000. 





Goldberg Buys Store 


PROVIDENCE, R. I.—Louis Goldberg, 
for several years manager of the Mayer 
Hosiery Company, 11-13 Arcade Build- 
ing, has now taken this retail shop 
over. 





Tubman Opens Store 

PROVIDENCE, R. I.—Abraham Tub- 
man has started Edwin’s Shoe Store, 
294 Atwells Avenue, this city. 
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Welcome 


TO HOTEL LINCOLN 
DURING THESE 3 
IMPORTANT EXHIBITS 
OCTOBER 9-10 


Official Opening of American Leathers 
for Spring 


Annual Convention of the National Association 
of Shoe Wholesalers 


NOVEMBER 16-21 


National Seasonal Opening Style Shoe and Shoe 
Display of the National Boot and Shoe 
Manufacturers Association 


This new, luxurious 1400 room hotel, invites you 
to make your visit a most pleasant one. 





A few minutes walk to exhibit headquarters. 
Adjacent to all theatres, shops and business dis- 
tricts. 


Each LINCOLN room contains a private bath 
(tub and shower) a servidor AND A RADIO. 


THESE MODERATE RATES PREVAIL 
Single $3.00 $3.50 $4.00 
Double $4.00 $5.00 $6.00 


SUITES AVAILABLE 


Ly e°o New Hotel. ee 
8th Avenue—44th to 45th Sts. 
New York 


ROY MOULTON, Manager 











YOU CAN'T WEAR OUT THEIR LOOKS 


No. 525 - stocked in 


Black Danish Calf on 
the famous Ritz Last . ... at %6 


AA, 8 to 11, A, 7 to 11 
B, co tte 6 to 11 


THE J. P. SMITH SHOE CoO. 
SANGAMON & HURON STREETS, CHICAGO 
181 Duane St., New York . . . 712 Forrester Bldg., Los Angeles 


Smith Smart Shoes for Men and Women 
Dr. A. Reed Cushion Shoes for Men 
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WHERE TO BUY 
Ballet Slippers & Sandals 











BLACK KID BALLET 


SLIPPERS 3%. 
IN STOCK 


Ladies’ 2% to 8.......-eeeeeeees $1.35 
Misses’ 11% to 2......-+-seeeeee 1.30 
Children’s A iy BBs ob 0:68 0 ks 4aued 1.25 


Hard Toe $1.00 per pair Higher 


ROTH SHOE CO. 
50 N. 4th St., Philadelphia 








CAPEZIO SLIPPERS 
“QUALITY AT A PRICE”! 


Quality that will please the 
most exacting prices 
that will po vobuane 
sales. Send for cata- 
logue. Ask about ex- 
clusive franchise. 






value, 
retails “prodtabty at 


cucaee STOCK 


159 No. State St. 
LOS ANGELES 


STOCK DEPT. 
1533 Rosalia Road 





MAIN OFFICE AND 
. FACTORY 

















Send fer catalogue and prices. 
,W.M.KILLORAN = (Lynnfield, 








Soft Tee Ballets 





Dept. 59. 159 N. State St., Chicago 
West Coast Office: 6362 Hollywood Bivd., Los Angeles 
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WHERE TO BUY 
Shoe Forms 





_ 





Jairy SONS 





PROFIT PRINCIPLE No. 3 


Association 





Copyrighted and reprinted by p 


The movement of $500 
more merchandise, plus 
4.4% more gross profit 
on the entire volume 
would result in $4,000 
more money received. 

Even if the expense 
account remained  un- 
changed, this increase in 
volume and the more ade- 
quate gross profit would 
increase the net profit 
from $1,000 to $4,500. 

Notice that the $18,000 
expense account is 30% 
on the $60,00 volume, and 
only 28% of the $64,000 
volume. The money was more, but the 
per cent was less. 

There can be no universal standard 
of gross profit or markup set for the 
retail shoe industry. For some stores 
30% may be adequate. For others 40% 
or more may be necessary. The gross 
profit must also vary with the type of 
merchandise. In general, we believe 
that the retail shoe store is entitled, 








of National Shoe Retail 








QB OOO 728% 


*4500 7% 


under right conduct, to earn 7 or 8% 
on sales, and to make that earning on 
two and one-half or three turnovers a 
year. Depending upon the costs of do- 
ing business, to earn this 7%, may 
mean 33% gross profit in some cases 
and 43% in other cases. The merchant 
must be able to determine. 

The “top ten per cent” of your vol- 
ume yields the net profit. 








New Orleans Day, Oct. 1 


New ORLEANS—Thursday, Oct. 1, 
has been designated as New Orleans 
Day, opening the Fall season and pre- 
senting new Fall fashions. Special ar- 
rangements for out-of-town visitors 
have been made at the hotels with free 
rooms during the day—theaters will 
give special rates at night—restaurants 
are offering special menus—special low 
parking rates—merchants are expected 
to present their new Fall values at 
prices that will be alluring. The ar- 
rangements are under the direction of 
A. R. Scharff, chairman of the Retail 
Merchants Bureau. 
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Pin Seal Strong in San Francisco 


SAN FRANCIscO, CAL.—For the Fall 
season, pin seal bids fair to give lizard 
and alligator a run for their money 
and all three leathers are pattering 
along pretty much neck and neck, par- 
ticularly popular in combination with 
suede or kid or fine calf. The season, 
however, is neglecting no materials to 
secure variety. Sommer & Kaufmann, 
for exampl¢, find one of the smartest 
shoes of the season to be their $13.75 
slipper in suede with patent in the four 
Fall colors of green, brown, wine, and 
black. 

Frank Werner Co. is featuring a 
Sunday night slipper of broeade in 
black, rose, orchid, and green, with a 
rhinestone buckle. The Frank Werner 








Co. has changed the name of the 347 


64 











Geary Street shop from Costume Slip- 
per Shoppe to Werner’s Stewart Hotel 
Shop and have stocked this location 
with “77 varieties of smart autumn 
shoes” at the one price of $6.66, also 
a few numbers at $7.77—announcing 
these as the result of a new shoemak- 
ing technique—shoes without staples, 
tacks or stitches. 

The manager of Werner’s Stew- 
art Hotel Shop is now H. A. Erlan, 
who comes to his new post from the 
shoe department of H. Liebes & Co., 
San. Francisco. Erlan’s place at H. 
Liebes & Co. is now occupied by H. P. 
Draney. At the Frank More Shoe 
Shop, 285 Geary Street, an opera pump 
of: high fashion value is of white bro- 
cade with a crepe heel and inset, orna- 
mented by curves of silver and gold 
kid. Hanan & Son, 157 Geary Street, 
is featuring the new pin seal with 
suede in the new demi-oxford, in green, 
brown, and black. 





Pigskin Sport Special 

STONEHAM, Mass.—Mrs. A. R. King 
Co., who recently moved here from 
Philadelphia, are getting out a classy 
little special sport shoe for growing 
girls, a pump, or a tie if preferred, of 
velvet pigskin of a novel brown tone, 
with a welted bottom and the smartest 
little heel of leather imaginable. This 
velvet pigskin has a snuffed finish. It 
comes from abroad, and the Mrs. A. R. 
King Co. use their allotment of it as 
fast as the ships bring it in. 


—_——————————e 
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| SHOES| Why 
po SELL * * * they 


= sell 


WOULD A TEN-TIME TURN-OVER 
INTEREST YOU? 


* 


Many a Pollyanna dealer has done better— 































oo some not quite so well—but the average 
PROGRAMS would be close to the ten-time turnover. 
Compare this with the average turnover in 
WOR most retail stores, which is not over two 
Newark, N. J. — 
Every Friday We can demonstrate the authenticity of 
5.45 Eastern the Pollyanna Turnover and since it is no 
Daylight Time secret, we will tell you why this amazing 
WLW figure is possible. 
Cincinnati, Ohio Exclusive Orthopedic Features 
Every Friday Exclusive Width Features 
5.30 Central Exclusive Fg a a (which 
j j once seen is never forgotten 
ee tone Attractive Styles 
WGN Long Wearing Materials 
Chicago, Ill. Unexcelled Workmanship 
11.30 to 12 Appealingly Advertised 
Every Sunday All at the price of ordinary shoes. If 
Morning there is no Pollyanna Agency in your 


town or community, write for a catalog—or 
better still, ask for a salesman to call. 


* * 


Pollyanna Health Shoes are the only shoes 
in this price range that are being advertised 
in the following many ways for your aid in 
selling: 


In the shoes themselves 
In the cartons 
In the folders which are included with 


THE FIRST JUVENILE CORRECTIVE SHOE 
RETAILING AT THESE PRICES FOR STAPLE 
PATTERNS AND LEATHERS 


$2.50 § 





$4.00 , 

every pair of shoes and are available for 
5 to 8 2% to7 local distribution 
AtoD AA to D Newspaper advertising through the local 


dealers 


814 to 2 AtoD Radio advertising over three of the most 
prominent stations in the country 
MORE EXPENSIVE PATTERNS AND LEATHERS 
RETAIL SLIGHTLY HIGHER * 
AT THE 


* NATIONAL SEASONAL 


OPENING AND 
PeI-S WAR Shoo Se 
aK Qo. oe 





ANNVILLE, PENNSYLVANIA NOVEMBER 16-20 
New York Office and In Stock Department COMMODORE HOTEL 
166 Church Street NEW YORK 





FROM KINDERGARTEN TO COLLEGE 
KEEP THE GROWING FEET HEALTHY 


Boor anD SHOR RECORDER 
combining THz SHop REraizeER, Sept. 26, 1931 
































OO eli i elie edi elie di i tie elie elie edi hind 


WHERE TO BUY 
Ballet Slippers 
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Fecragt 


Rights and Lefts 
wo Grades 


In Stock 
Wem. Miss Chil. 
$1.40 $1.35 $1.30 

1.26 1.20 1.15 








CHICAGO 
FOOTWEAR 
COMPANY 


Professional Ballet 
Slippers Also 








825 W. Monroe Chicaco. Ill. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Style Bi02 Bik. Kid Hand 
Turn, Soft Toe 
6-11 11%-2 244-8 
$1.30 $1.35 $1.40 
Also rights and lefts in 
‘tock 





8 
SCHWARTZ & HERDER, Inc. 
lalists In Ballet Manufacture 
241 N. 1ith Street, Philadelphia, Pa. 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 

















WHERE TO BUY 
Dancing Shoes and Taps 








With Taps 
TAP SHOES Attaches 
IN-STOCK 
No. “aa Kid 
No. 9785—Patent 
Leather 


BROOKS SHOE MFG. CO. 
meson & Ritner 
Philadelphia 
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WHERE TO BUY 
Pullman Slippers 


la te Ri Ri Re i el 


VOLUME USERS 


as6Y’ 
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Retail at $1.95 

The O nal Pullman Slipper made of 

Genuine Glace kid leather—black, brown 

one gn ceteee~satiee and gr 

a va of im uine ain 

leathers in an mm aag a g in different 
shaped pouches. 

Bs GUSTIN CO. 

Vv 








. ¥. 











>» ON THE SELLING END <« 


News of the Travelers and Sales Activities 





Timson Now Field Manager 


Frederick H. Timson has an inter- 
esting and unusual shoe job. He trav- 
els all over the country working with 
the 50 salesmen of the Bob Smart Shoe 


Co. The title that goes with this posi-. 


tion is national field sales manager, but 
titles mean little to this veteran shoe 
man. It is results that count with him. 

Mr. Timson is one of the new execu- 
tives of the Bob Smart Co. As a back- 
ground for his present position he has 
some 33 years’ active shoe-selling ex- 
perience, the last four years of which 
have been with the present concern. 
His latest bid for fame was the com- 
pilation of a sales manual which is 
considered a masterpiece of conciseness 
and completeness. 


Salmon Selling Carolyn Arch Supports 


INDIANAPOLIS — Roy Salmon is now 
covering Indiana and Ohio with a 
line of Carolyn Arch Supports, making 
his headquarters in Room 726,.Claypool 
Hotel, Indianapolis. 


McMew Back on Job 


INDIANAPOLIS — After spending sev- 
eral months vacation in the wilds of 
northern Minnesota, C. F. McMew is 








Frederick H. Timson 


back with Daniels & Taylor, covering 
Indiana, Ohio and Michigan. His head- 
quarters are in Room 726, Claypool 
Hotel, Indiana Shoe Travelers quar- 
ters. 





Tailored Shoes in Atlanta 


ATLANTA—Atlanta dealers report a 
strong demand at the present time for 
tailored shoes for women. Suede and 
suede combinations are reported to be 
selling well at present. The sale of 
kids has slowed up somewhat, but is 
expected to be resumed with the arrival 
of cooler weather. Two shoes which are 
expected to go well later in the season, 
also, are alligator, which is a new ar- 
rival, and lizard. Blacks are going 
strong, and it is estimated by one 
dealer that 65 per cent of his shoes 
sold are black, with about 30 per cent 
brown. Continental and Cuban heels 
are most popular. 


New Colt Store 


PROVIDENCE, R. I.—A new retail 
store has been opened by the Colt Shoe 
Company, headed by Edward E. Han- 
lon as president. 


SEN 2 ED 
OBITUARY 
M. B. Pancoast 


ST. CLAIRSVILLE, OHIO—M. P. Pan- 
coast, aged 54 years, treasurer of Bel- 
mont County, ended his life by shooting 
himself in the garage in the rear of his 
home here on Sept. 4. Worry, caused by 


66 


financial reverses, was held responsible 
for the deed. He was widely known 
and for a number of years had oper- 
ated a retail shoe store at Barnesville. 
He disposed of the business when he 
was elected treasurer of the county, 
six years ago. His widow, four sons 
and a daughter survive. On the day 
prior to the tragic deed Mr. and Mrs. 
Pancoast celebrated the 30th anniver- 
sary of their wedding with a family 
dinner. 





Martin Wehlinger 


INDIANAPOLIS—Martin Wehlinger, 78 
years old, a maker of boots and shoes 
in this city for half a century, died 
recently at his home after an illness 
of about three months. He was born in 
Tyrol, Austria, and came to the 
United States in 1881. Funeral ser- 
vices were held at Sacred Heart Cath- 
olic Church. 


Tom Egan 


Tom Egan, assistant to Henry H. B. 
Parcell, Hamilton-Brown Shoe Co., Pa- 
cific Building, San Francisco, has 
passed away after an illness of about 
a month and a half. 
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Divi: 
LYN 


Ne 
McIn 


CRA 
San Fra 
New Yo 
Chicago 


Boot a 
combin: 





RADIO 
STATIONS 


Nat & Bridget, the Natural Bridge 
Pair ‘‘on the air,” over the following 
sixteen stations weekly. 


WKY Oklahoma City, Okla. 
ww] Detroit, Mich. 
WOR Newark, N. J. 
WLW Cincinnati, Ohio 
WIOD Miami, Fla. 
WBBM Chicago, Ill. 
KSTP St. Paul, Minn. 
WsB Atlanta, Ga. 
Cleveland, Ohio 
St. Louis, Missouri 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Boston, Mass. 
Springfield, Mass. 
Kansas City 
Ft. Worth, Tex. 


D TO THE SOOT 
D TO THE EYE 
o)0 en Ome sate 

1O1G \ah\OlOln 


NATURAL BRIDGE 
SHOEMAKERS 


Division of Craddock-Terry Co. 
LYNCHBURG, VIRGINIA 


New England Distributors— 
McIntosh Co., Springfield, Mass. 


Pacific Coast Branches 
CRADDOCK-TERRY COMPANY 
San Francisco, Cal. Portland, Ore. 
New York Office—Marbridge Building 
Chicago Office — Republic Building 
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things, consider the Natural 
Bridge reputation for qual- 
ity when selecting your 
men’s line. 

We’ve been told, and we bhe- 
lieve, that Natural Bridge 
Shoes for men are just as 
far ahead of their field as 
are Natural Bridge Shoes 
for women. 

Our sales records certainly 
show that a decided prefer- 
ence is being expressed for 
these three models—al- 
though every one of the 
seventy styles we stock is 
moving satisfactorily. 

Why not call in a Natural 
Bridge representative to dis- 
cuss your needs—and_ ex- 
plain the Natural Bridge 
Dealer Plan? 


Natural Bridge Shoes for 
Men, Women and Juniors 
Will Be on Display in 
Rooms 938-940 
Hotel Commodore 
National Seasonal Opening 
Nov. 16-20 


Shoes 
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WHERE TO BUY 


Dancing Sandals 
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NEW SALES OPPORTUNITIES 
with CAPEZIO SLIPPERS 


Dancing Schools, gymnasium classes and 

theatrical events offer many opportunities 

to sell this demanded line of slippers. 

Send — Catalogue. Ask about exclusive 
se. 


Gund AESTHETE 
SANDAL 

For acrobatic and 

general studio work. 


ede. to retail at 
1.35. Black Kid 
1.50 retail. 
MAIN OFFICE AND 
FACTORY 
ca 


CHICAGO 
STOCK DEPT. 
159 No. State St. 
LOS ANGELES 
STOCK DEPT. 
1533 Rosalia Rd. 














% KENDALL'S  SANGING ok 
For Aesthetic 
Dancing 
IN STOCK 


BLACK WHITE 

GREY FAUN 

BLUE GREEN 
RED 













Price $.75 


Sizes 6 childs’ 
to 10 women’s 


seston. C. 











x KENDALL SHOE COMPANY y 
——__HAVERHILL, MASS. 
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WHERE TO BUY 
Athletic Shoes 


8 FAT 


€ATHCO § 


GYM SHOES 


on ae in stock 
for gy gt 


toe ATHCO MICO Atiletic Bhose 


Shoe Co. 






Athletic 
914N. MarshfieldAve. 
Chicago, tt. 








New Women’s Department 


Kansas City, Mo—On Saturday, 
Aug. 22, the Palace Clothing Company 
opened a new shoe department for 
women on the fifth floor with a show- 
ing of about forty new fall lines at 
$5.50, $6.50 and $7.50. 

This company has taken over the 
lease of the Florsheim Shoe Company 
and will carry popular priced shoes for 
women. Neil Nesbitt, who was for- 
merly buyer for Irwin’s store in Cin- 
cinnati, is manager of the new shop. 
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To Move More. Merchandise 


[CONTINUED FROM PAGE 17] 


Beauty, as the public understands it, 
is the result of long years of cumula- 
tive education. Movements that have 
the force of years behind them do not 
change quickly. People want to look 
well. The appeal of beauty of the con- 
ventional type is not outworn. 

The interest in health and in health 
preservation shows gains both during 
lean and prosperous years. The health 
appeal is as effective as ever. 

There is still a love of ease and in- 
activity that forms an excellent selling 
appeal when properly used. Leisure to 
most people means sitting down. Some 
years ago I was struck by the shrewd 
remark of an agricultural implement 
dealer who said that it was no longer 
possible to sell any farmer any imple- 
ment unless he could sit on it when it 
was in operation. There is a point in 
this for the maker and dealer of house 
furnishings. People want to sit while 
they are working as well as when they 
are resting. The most popular amuse- 
ments of the masses are auto riding, 
bridge playing and so on—all done sit- 
ting down. 

The complaint that retail advertising 
is not as effective as formerly may in 
part be due to the fact that it has in 
recent months overstressed price and 
neglected these other dominant factors 
of demand. Price is, of course, impor- 
tant, very important, but goods that do 
not fulfill the customer’s idea of style, 
utility and convenience can’t be sold at 
any price. Every current business suc- 
cess has something more important to 
offer than merely price. 

The remodeling and repair business 


in all consumer lines subject to con- |- 


tinued wear should be highly prosper- 
ous for many months to come. A shoe- 
maker told me a few days ago that 
he and all other cobblers that he knew 
of were never busier than at present. 
He said that people who never before 
had thought of having their shoes re- 
paired were now coming in to have 
their shoes re-heeled and half-soled. 
Some very fundamental social and 
economic changes are going on at the 
present time in this country. The de- 
clines in family incomes are being ac- 
companied by fierce and tragic strug- 
gles to maintain the semblance of for- 
mer standards of living. Now stand- 
ards of living depend not only upon in- 
comes received, but also the size of 
families to be supported and the skill 
in management of incomes for the use 
of these families. The standard of liv- 
ing is the most important consideration 
in American life. Just as there is prob- 
ably no more durable satisfaction than 
the feeling that comes with the con- 
sciousness of progress in improving our 
standards of living, there is nothing so 
disappointing and disheartening as to 
face the facts of declining standards. 
Retailers can make their contribution 
toward the improvement of these con- 





| ditions, first, by meeting their local 


problems of consumer demand in as 
efficient a manner as possible; second, 
by insisting in the name of humanity 
on a prompt and effective means of 
providing help for the needy, means 
which will help to make recipients pro- 
ductive rather than to pauperize them; 
third, by insisting that our government 
take a practical view of its interna- 
tional obligations and thus open up op- 
portunities for American industry and 
commerce now dammed up. 

The rising tide of population aver- 
ages an increase of about 1% per cent 
a year. 

This increase in population provides 
an increasing market, a means of tak- 
ing up over-production and of utilizing 
over-capacity. Growing population has 
in the past been an important remedy 
for business depressions. Simply wait- 
ing until there were more mouths cry- 
ing to be fed, more backs to be clothed, 
and more housing required, brought the 
necessary relief from slump. Popula- 
tion is still growing, but at a decreas- 
ing rate. Within another lifetime, it 
will probably have reached a station- 
ary level. In the meantime business 
must learn how to balance production 
and distribution to existing demand, 
and other methods must be found for 
curing business depressions than 
merely waiting for consumer demand, 
through sheer increase in numbers, to 
catch up with production. 





Right Styles for Fall 
[CONTINUED FROM PAGE 28] 


classic fashion; because Best’s operas 
are custom-made, hand-turned, beauti- 
ful in every detail; because Best’s op- 
eras come in various heel heights, the 
long and short vamps, the narrow and 
the wider lasts that make it possible to 
fit every type of foot. Our new Fall 
assortment of 2000 pairs has just ar- 
rived. It’s time for you to come in. 

“Besides black, brown and dark 
green suede, Best’s classic operas also 
come in patent leather, crepe or satin— 
black or (dyeable) white. Kid, black, 
brown, green, navy and the new bronze 
shade. Best’s new ornaments for op- 
eras include the famous Best bow 
matching every shoe leather and piped 
in a contrasting shade ($1.00) and a 
new cut-steel or bronze bowknot 
($2.50). 

* * * 

WALK-OVER: “Tramp us around the 
Campus. Eight little shoes for school 
and college are we. Take us with you 
to walk the paths of wisdom, to stamp 
your applause at the big games and, 
yes, afterwards, to dance with a sopho- 
more from Yale. We’ve passed with 
high honors the college requirements 
of style, usefulness and modest price. 
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NN WELTS — PRE WELTS — MC KAYS 
STYLED RIGHT — BUILT RIGHT 
K B Y PRICED RIGHT 


————— WE EXTEND A GENERAL INVITATION 
cesecieesonn TO SEE THIS 
V MODERN LINE AT THE 


NATIONAL SEASONAL OPENING 
AND 


SHOE DISPLAY WEEK 
ROOM 1107 


HOTEL COMMODORE 
NEW YORK 
NOVEMBER 16th TO 20th 










































A CHILDREN’S—MISSES’—JUNIOR MISSES’ 








EBY SHOE CO: INC 


EPHRATA, PA. 











SRE 


C. P. FORD & CO., 
ROCHESTER, N. Y. 





The woman of today demands style first, but millions of women must have 
comfort, so we designed Archetype footwear, a combination of style and arch 
shoe, to meet the requirements of both the woman who demands style and the 
woman who must have comfort. 

Archetype shoes are not high priced, nor are they built down to a price. 
Merchants who feature Archetype tell us that they are priced right and built 
right so that once a woman wears these shoes he has made a permanent Arche- 
type customer. 


C. P. FORD & CO., INC. 
Rochester, N. Y. 


DETROIT: Hotel Tuller, Mr. Ray Wegman 
CHICAGO: 1815 Republic Bldg., Mr. Ray *McCarthy 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 
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WHERE TO BUY 
S pats 
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BOND STREET 


Best known, most de- 
*, manded line. Styled in 
England and made in a 
full range of sizes and 
correct colors. Backed by 
powerful radio advertising 
over a Columbia Broad- 
casting System network— 
Sunovor ed by strong mer- 
atirac- 
stock. 


chandising hens. 
Immediate delivery from 





tive packages, etc. 

Write for samples. 

THE WILLIAMS MFG. COMPANY 
Portsmouth, Ohio, U. S. A. 
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WHERE TO BUY 
Fine Sport Shoes 
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“SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Steck 
A. SANDLER 
154 Lincoln St. 

Boston, Mass. Est. 1889 











SAN LINE SPORTIEST OF 
SPORT SHOES 


“A Mile Away You Know Them” Pp 
HM 
' 







SAN JEAN 
Falls colorful sport woolens call 
for this shoe with its hand whip- 
ping of saddle and tip. 
CATALOGUE ON REQUEST 











Charles Hopper Dies 


JACKSONVILLE, ILL.—Charles Hopper, 
prcminent Jacksonville shoe merchant, 
died September 14, -at his home here. 
The funeral was held on Wednesday 
morning at Grace M. E. Church and 
was largely attended. Dr. Freeman A. 
Havighurst, pastor of Grace Church, 
officiated and dwelt upon the contribu- 
tion of Mr. Hopper to the community 
and his long life of usefulness. Assist- 
ing ministers were Dr. Joseph R. 
Harker and Dr. A. F. Ewart. 
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joint participation and joint adminis- 
ration of management and employees. 
These things cannot be done by an in- 
dividual unit—organized industry must 
do them. 

“5. If organized industry is to under- 
take this work, every effort should be 
made to preserve the benefits of indi- 
vidual originality, initiative and enter- 
prise, and to see that the public is as- 
sured that its interests will be pro- 
tected, and this can be done most effec- 
tively by working through the agency 
of the Federal Government.” 

Owen D., Young, at the same meeting 
of the National Electrical Manufactur- 
ers’ Association said: “There are three 
courses open to all of us. 

“First—To do nothing. In that case, 
we should abandon the cry for economic 
planning. We should accept the ad- 
vantages and disadvantages of the 
present system—and it has both. It 
is a system of intensified individualism 
which, because of its disordered action, 
necessarily brings great peaks of pros- 








perity and valleys of depression. 

“Second—To place upon industry it- 
self the responsibility for the formula- 
tion and execution of a definite plan. 
This would pass the cost of protective 
insurances for employees to the public 
in the cost of the product in so far as 
it was not absorbed by better manage- 
ment. It would inevitably place on in- 
dustry a high penalty for unbalanced 
economic conditions. Not only would 
capital in idleness have to be carried, 
but labor as well. 

“Third—To acquiesce in the govern- 
ment providing the means for employee 
protection through the power of tax- 
ation. This carries only a political and 
not an economic check on such expendi- 
tures.” 


Challenge to Economic Planning 
[CONTINUED FROM PAGE 32] 


buying shoes. Mr. Nox lowers his 
price twenty cents; Mr. Crox, forty 
cents; Mr. Fox sells shoes at a loss in 
order to get rid of them. But busi- 
ness grows worse and worse. 

In all of the papers advertisements 
appear: 


YOU MAY HAVE ONLY ONE 
PAIR OF FEET, BUT THAT 
DOES NOT MEAN AT ALL 
THAT YOU SHOULD WEAR 
ONLY ONE PAIR OF SHOES. 
EVERY AMERICAN SHOULD 
HAVE THREE PAIRS OF 
SHOES. BUY THE SHOES OF 
MR. FOX! 


Mr. Box offers to sell shoes on a 
three-year installment plan. 
Mr+ Nox announces a sale: 


ONLY FOR ONE DAY! TAKE 
ADVANTAGE OF THIS OP- 
PORTUNITY! 
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To Control Overproduction 


[CONTINUED FROM PAGE 32] 








But this does not help. Mr. Fox low- 
ers the wages of his workers one dol- 
lar a week. Mr. Crox lowers the wages 
two dollars a week. Again business 
grows worse and worse. 

All at once—STOP! Mr. Fox closes 
his factory. Two thousand workers are 
discharged and permitted to go wher- 
ever they please. The following day 
the factory of Mr. Nox stops. In a 
week practically all shoe factories are 
standing idle. Thousands of workers 
are without work. New. machines grow 
rusty. Buildings are sold for wreckage. 

A year or two pass. The shoes 
bought from Nox, Fox, Box and Crox 
wear out. The public once more begins 
to buy shoes. Shoe stores become 
empty. From the top shelves dusty 
cartons are taken down. There are not 
enough shoes. Prices on shoes go up. 

And now, not Mr. Fox, but a certain 
Mr. Doodle thinks of ‘a profitable busi- 
ness—the building of a shoe factory. 
The same idea also enters the heads 
of other wise and business-like people— 
Mr. Boodle, Mr. Foodle and Mr. Noodle. 
And the old story begins all over again. 

The experience with shoes is re- 
peated with hats, with sugar, with pig 
iron, with coal, with kerosene. Fac- 
tories are blown up like soap bubbles 
and burst. One would think that peo- 
ple had lost their minds. 


Harris with Empire Slipper Co. 
New YorK—H. G. Harris, formerly 
with the Golo Slipper Co., but who 
has been disassociated with the shoe 
business for several months, has joined 
the Empire Slipper Co., 725 Broadway, 
manufacturers of popular priced house 


and bedroom slippers. 





E.-J. Sales Up 


BINGHAMTON, N. Y.—According to 
Chairman Johnson, sales of the Endi- 
cott-Johnson Co. for the three months 
ended Aug. 31, 1931, were 30 per cent 
larger than for the corresponding 
period of 1930. The company has been 
producing around 780,000 pairs weekly 
for the last three months and this rate 
of production is likely to be continued 
through the remainder of the year. 





Milrue Factory Moved 


RENOVO, PA.—The Milrue Shoe Man- 
ufacturing Co., makers of high grade 
stitchdowns, formerly located in Brook- 
lyn, have moved into much larger quar- 
ters here at 302-304 Erie Avenue. The 
move to larger quarters was necessi- 
tated by rapidly expanding business. 
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Machines and Men 


A locomotive is useless without steam. A watch is timeless 
unless wound up. Without the thought of human brains, 
and the touch of human hands, all the machinery in the world 
would merely represent so much waste metal. But metal, and 
mental mettle, make an invincible combination. Machines 
and men: men to create them, men to operate them,and men 
to keep them fit to do their daily job. This is the battle-front 
of any Industry, and the golden-key to profits. A machine 
has working hours. It is on the pay-roll. It is employed to per- 
form a task. Its value is in what it does, how it does it, and 
most important, how much it does. Performance is every- 
thing. It cannot look at the clock, but it can cheat the clock. 
Machines, like men, often need “tuning up”. They are me- 
chanical athletes, it is essential to keep them in running 
condition. For the perfect machine and perpetual motion are 
results yet to be accomplished. It can be said, that our ma- 
chines have contributed to the business of building boots and 
shoes, an immeasurable dependability. That is a fine ideal 
for the Shoe Industry, or any industry. They are created to 
give a highly satisfactory performance, and our skilled 
mechanics keep them doing it. 
United Shoe Machinery Corporation 
Boston, Massachusetts 
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116 SAMPLE ROOMS 
for the Shoe Trade 


Note These Ten Features: 


1. All sample rooms especially designed 
and built for proper display. 


. Special lighting. 

. New type fan hangars. 

. Multiple power outlets. 

. In-a-door beds. 

. Attached dressing rooms. 


. All sizes up to 400 sq. ft. 


co i | an uw > Ww Dn. 


. Radio, tub, shower, full length mirrors, 
servidor with every sample room. 


9. On two separate floors. 
10. Rates from $5.00. 


HOTEL NEW YORKER 


NEW YORK’S MOST POPULAR HOTEL,» RALPH HITZ, MANAGING DIRECTOR 
34TH STREET AT EIGHTH AVENUE, NEW YORK CITY 
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IN STOCK! 
At Popular Prices 


Get your share of the Riding 
Boot business with “Colt” Boots. 


We have in. stock Men’s, 
Women’s and Children’s boots 
in a most comprehensive line 
covering all price ranges. Now is 
the time to order for the Fall 
Riding Season. 


Write for Complete Catalog R-57 


Colt-Cromwell Co., Inc. 
EST. 1899 
1239 Broadway, N. Y. C. 


Also In Stock at 
911 So. Los Angeles 
Street 
Los Angeles 
Calif. 

















HN 
LAWRENCE LEATHERS 


A Cc LAWRENCE LEATHER Co. 


BOSTON: PEABODY: NEW YORK: CHICAGO «ST LOUIS 
CINCINNATI: PHILADELPHIA~ GLOVERSVILLE 


SHOE MEN’S HEADQUAR 


here is a hotel, conveniently located to the 
important shoe and leather center. Theatres, 
shops, transportation, all near by. 


HOTEL 


FORREST 


4%h ST. WEST OF B’WAY, N. Y 
Large rooms with bath, shower, circulating 


ice water and Radio. 
Single from $2.50 Double from $3.50 


JAMES A. FLCOD, Manager 
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Now— 
Complete Distribution 


In every shoe manufacturing center 
we are equipped to handle with de- 
spatch regular, or emergency, needs of 
the shoe manufacturer. With a manu- 
facturing background of nearly one 
hundred years assured and guaranteed 
quality have been made possible; now 
with the United Shoe Machinery Cor- 
poration as selling agent immediate 
contacts can be made rounding out 
more fully our large organization. 


We maintain our high quality standard 
and uniformity due in a great measure 
to control of all details from the raw 
to finished product. For every grade— 
for every type—of shoe we supply you 
the lace. 


THE JOSCO FABRIC TIP 
—ae small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which has 
been impregnated with our 
own exclusive solution to give 
it the proper rigidity and en- 
durance. We guarantee the 
JOSCO FABRIC TIP to out- 
Jast the lace in ordinary use. 





Tips may be either fabric, met- 
al or celluloid. We recom- 
mend the recently perfected 
JOSCO FABRIC TIP. 


Shoe Lace Company, Ltd. 


(Successor to Jostin Mfg. Co., Established 1865) 
PROVIDENCE, R. Il. 


. SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 

















SALESMEN WANTED 


POSITION WANTED 


LINE WANTED 





pee | SALESMEN wanted to carry our spats 

d shoe ornaments as a sideline. Please 

ve territory and _ references with reply. 

NOLIS MANUFACTURING CO., 4248 
No. Crawford Ave., Chicago, Ill 





S ALESMEN with experience well acquainted 
with the trade for a line of Children’s, 
Misses’ and Girls’ medium and high grade 
Philadelphia made turns, territory middle west, 
western, and California. Address C-617, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





SALESMEN To introduce the most remark- 

able polish and dye proposition ever offered. 
Openings everywhere on sideline basis. Liberal 
commission. SSS. 732 New York Ave., Union 
City, New Jersey. 








FOR L FASE 








Forty feet of the most valuable space 
for shoe department. Store being re- 
modelled and will cater to popular priced 
women's and misses apparel exclusively. 
This concern operating in town for past 
35 years. Lease at straight rental of 
$200 a month, 12% commission on sales. 
J. Shahid & Co., Charleston, 8. C. 








SHOE SALESMAN — FACTORY REPRE- 


SENTATIVE—An experienced representa- 


tive desires an immediate association with a 
reliable manufacturer of women’s shoes. He 
has had twelve years experience selling de- 
partment stores, Chain stores and _ resident 
buyers in New York, Philadelphia and New 
England markets. Concerns seeking additional 
representation or others wishing to enter the 
east can avail themselves of these established 
contacts among shoe byers. Men’s and Chil- 
drens’ shoes also considered. Address RAY M. 
MOUNTAIN, 53 West 75th Street, Apt. 3B, 
New York City. 





ARTY interested in foot correction, and 

having had exceptional success in this work, 
would like location with a corrective store or 
department. Now managing a shoe store, but 
would like to do foot relief work exclusively. 
Can relieve any foot trouble unless foot is 
diseased. Address C-631, care Boot & Shoe 
Recorder, 239 West 39th St. New York, N. Y. 





TORE MANAGER or Assistant Buyer, 28 

years of age, 8 years’ experience. Know 
window trimming and stock control. Real live 
wire to get the business. References can be 
supplied. Address C-635, care Boot & Shoe 
Recorder, 1201 Chestnut St., Philadelphia, Pa. 





ANAGER-BUYER, Specializing in ortho- 

pedic shoes, wishes connections with prog- 
ressive organization outside New York City. 
Eighteen years’ experience. Age 35, Remuner- 
ation moderate. Address C-638, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y 





WANTED TO PURCHASE — 


SHOE MANUFACTURERS—We specialize in 
disposing of factory job-lots, commission 
basis. Write what you have to offer. DUHON, 
BERRY & VINTON, Inc., New Orleans, La. 

















FOR RENT 





SHOE DEPT: main floor, space in largest 
Women’s Specialty Store in Reading, Penna. 
Corner location, established store. Advertised 
line preferred. We do not carry shoes at 
present. Must be financially responsible party. 
Apply THE FASHION, Reading, Pa. 





OFFICE AND CREDIT MANAGER—four 

years’ shoe experience on State Street. 
Chicago. Financial statements, collections and 
thorough knowledge of budgeting and mer- 
chandising large shoe store or chain, Univer- 
sity graduate; 31; married. Best references. 
Address C-632, care Boot & Shoe Recorder, 209 
South State Street, Chicago, Illinois. 





HOE SALESMAN. Have covered Wisconsin 
twenty vears for one concern. Best refer- 
ences. FRED S. WEEDEN, Sheboygan, Wis. 





Men’s or Women’s Line 
Wanted for Pacific Coast. Have 
Large Following Among Best 
Retail and Chain Store Trade 
in This Territory. 
Address C-630, Care Boot & Shoe 


Recorder, 239 West 39th Street, 
New York, N. Y. 











INE W ANTED by salesman with outstand- 

ing sales record for specialty line of men’s 
shoes. Chicago and vicinity preferred. Address 
C-636 care The Boot & Shoe Recorder, 209 S. 
State St., Chicago, Ill. 








BUSINESS OPPORTUNITY 





¢ 


One of Hartford, Conn.’s finest 
clothing stores has space for a 
men’s and boys’ shoe depart- 
ment on a flat rental or com- 
mission basis—act quickly! 

Address C-621, care Boot & Shoe 


Recorder 7 A oes 39th Street, 
New York, N Y. 














ANT OPENING STOCK, general factory 
line shoes on consignment weekly settle- 
ments. Privilege of buying. Have assets, 
experience, reference or consider small store on 
terms. Address C-633, care Boot & Shoe 
oe 239 West 39th Street, New York, 








FOR SALE 








FOR RENT 





FoR RENT —Fitted up store with dwelling 
for shoe business established 41 years. Rea- 
sonable rent. Address C-634, care Boot & 
Shoe Recorder, 1201 Chestnut St., Phila., Pa. 


OR SALE—-Up-to-date shoe store fully equip- 

ped with modern windows and fixtures. 
Located in a town of 8,000 population between 
Rochester, N. Y. and Syracuse, N. Y. Address 
C-637, care Boot & Shoe Recorder, 239 West 
39th Street, New York, z: 














CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
8 Advertisements for this page must be in our New York office on Friday of the week preceding publication. @8 


RATES 


In all other cases each 























Boot AND SHOE RECORDER 
74 combining THE SHOE RETAILER, Sept. 26, 1931 


9 ws 








spams 


























WANTED TO PURCHASE 


MERCHANTS? NEEDS 


BUSINESS OPPORTUNITY 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








} HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. Short time 
losses taken Oe ne confidential. 


MAX GLAUBERG q 
327 Church St., New York City 
> Phone: Canal 6-2632 > 


2200202. 








We will pay the best price for 
your surplus or entire stocks of shoes, 


general merchandise or department 
stores. ses assumed. 
Phone - Write - Call 
All matters strictly confidential. 

I. SIMON CO. 


fince Worts'a-soas New York Ciey 








POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 

















In keeping with the new fashion trend 
Fifth Avenue stores are enhancing their 
new fall creations with Leather, Fabric 
and Beaded Bows. Vanity Novelty Works 
have a comprehensive line of new fall 
bows at prices ranging from $3.50 to 
$5.00 per dozen pair. Write now for an 
assorted dozen. 


VANITY NOVELTY 
WORKS — 
1261 Atlantic Avenue 


BROOKLYN N. Y. 











New Improved | 


Pouy Cup 
for Price Tickets 
TILTS AT ANY ANGLE 
00 per gross $2.75 half gross 


Satisfaction ranteed 
M. D. POLLINGER COMPANY 


216 Holland Blidg.. St. Louis. Mo. 





HOTELS 

























CAMDEN ARTCRAFT CO. 160 N.WellsSt. 


CHICAGO. ILL. 


send siass Sizes tor Lit 
















Manufacturers 
M\\ Here's o service 
~ you cannot afford — 
to do without. 
White us for detail- 
ed information. 


Mandel Engzaving Co. 
seven’ “Act Studios wstexs's 





















Hotel 
WINTHROP 


HARRY BURNETT, MgnDin 
47% STRE ET 
LEXINGTON AVE. 

NEW YORK 


The location of the Winthrop cem 
bines residential luxury and transit 
convenience . . . All rcoms are eus- 
side and large, light and airy .. . 
Ample closet space, serving panesy, 
sink, and electric refrigerator with 
each suite . . . Main and private 
dining rooms. 


Single rooms with bath from $4 
single, $5 double. 


WN 
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YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no ency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








MERCHANTS’ NEEDS 








_ Direct from the Manufacturer 
No. 151— Two 
os se - he A d : -00 
‘eather in the Sec- 
ond Empire lode. PER 
: or ombi- 
nations. GROSS 


All Styles—One Price 


Manufacturers of 
Ostrich, Feathers and 
Marabou for Shoe and 

Slipper Trade 


Grecory & GoLpserG, INc. 


928 BROADWAY, N. Y. C. 
Algonquin 4-4876 

















Shoe School Opens 


LyNN, MAss.—The Lynn Shoe School 
opens its new term for day students 
Monday, Sept. 14, and for evening stu- 
dents Tuesday evening, Oct. 13. This 
school has a complete factory equip- 
ment whose machinery is operated by 
students, under the guidance of ex- 
perienced shoemakers serving as_ in- 
structors. It provides instructions in 
shoe cutting, upper stitching, bottom 
stock fitting, lasting, sole fastening, 
heeling, edge making, bottom finishing 
and packing. 

Nearly 1000 students enroll for in- 
structions each year. Most of them are 
shoemakers who work in the factories 
by day and take special instructions in 
the evening classes, so as to increase 
their skill in some particular branch 
of the trade. The day students enroll 
for terms of two or four years, with 
the purpose of acquiring a broad gen- 
eral knowledge of shoe manufacturing. 





Reduce Price 


NEw ORLEANS—The Chandler Boot 
and Shoe Shop, 811 Canal Street, has 
inaugurated a new price on their shoes, 
which is $5.50, instead of $6, as in the 
past. 
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mn 
Where Convenience Counts ~ ~ =. 


Boys: shoes equipped with lacing hooks are 
much easier to lace and unlace . . . The child 
can be taught to care for his own shoes much 
younger, and parents will be glad to know of 
the advantages which lacing hooks give. Lacing 
hooks are comfortable, practical, and allow a 
snug ankle fit. 


a TUBULAR RIVET & STUD COMPANY 


United Sioe Machinery Corporation, Selling Agents 
140 FEDERAL STREET -:- BOSTON, MASSACHUSETTS 


LacinG Hooks 


) Lf <P Me i Gi ali i“4 
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BUSINESS CHANGES 


COLORADO—Keensburg—Keensburg Dep’t 
Store, Inc.; department store; inc. authorized 
capital $10,000. 

Springfield—Springfield Dep’t Stores, Inc.; 
Geeta store; inc. authorized capital $10,- 


ILLINOIS—Chicago—Paul’s Boot Shop, Inc. 
(2312 N. 71st St.) ; boots and shoes; inc. author- 
ized capital $10,000. 

_ Schiff’s Dep’t Store, Inc. (212 E. 48rd St.) ; 
ine. authorized capital $50,000. 


INDIANA—West Lafayette—A. L. Gabler, 
Inc. ; boots and shoes, etc.; inc. authorized capi- 
tal $5,000. 


MASSACHUSETTS—Boston — Bloom-Langer- 
Lippman Co. (206 Essex St.); wholesale boots 
= shoes; name changed to Langer Lippman 


Holyoke—Browdy Shoe Co.; boots and shoes; 
recently incorporated. 

Lowell—Lane Shoe Co.; manufacturers; capi- 
tal stock increased by $20,000. 

Lynn—Grant Shoe Co., Inc.; manufacturers ; 
inc. authorized capital $25,000. 

lem—LaMode Shoe Mfrs., Inc., filed issue 

of $1,000 common stock. 


NEW JERSEY—Jersey City—Leibowitz & 
Keitlin (127 Brunswick St.) ; boots, shoes, etc. ; 
partnership dissolved; succeeded by Samuel 
Leibowitz. 


Sonya Shoe, Inc.; boots and shoes; inc. au- 
thorized capital $125,000. 


Newark—Herbert A. Hall, Inc.; boots and 


shoes; inc. authorized capital $15,000. 


NEW YORK—Brooklyn—David Davidson (734 
Nostrand Ave.) ; boots and shoes; succeeded by 
Frederick Greenfield. 

Buffalo—Buffalo Emerson, 
shoes; recently incorporated. 

New York City—Berman Clothes, yt * boots, 
shoes, etc.; inc. authorized capital $10,0 

Elkins & Sons, Inc.; boots and shoes; a 


Inc.; boots and 


oe Co., Inc.; boots and shoes; inc. 
authorized pi $25,000. 

Indian Tread Shoe Shops, Inc.; boots, shoes, 
etc.; recently incorpora 

Niles Bootery, wees J boots and shoes; inc. au- 
thorized capital $5,00 

New York Shoe a Inc.; boots and 
shoes; inc. authorized capital $20,000. 


NORTH CAROLINA—Sanford — Stroud-Hub- 
bard Co.; boots, shoes, etc.; inc. authorized 
capital $50,000. 

OH1O—Cincinnati—Delaney Wood Heel Co.; 
manufacturers; inc. authorized capital $25,000. 

Parma—Ridge Dry Goods Co.; boots, shoes, 
etc.; recently incorporated. 

Port Clinton—Frank J. Nissen; 
shoes; succeeded by Charles Nissen. 

PENNSYLVANIA—Brockway — Mrs. Mabel 
Rikeldifer (Family Shoe Store) ; boots and shoes ; 
succeeded by Ira Slesnick. 


WISCONSIN—Sparta—Rosen Shoe Co. (Jacob 
Rosen) ; discontinuing shoes. 


boots and 





FAILURES, EMBARRASSMENTS, Etc. 


ALABAMA—Eufaula—H. C. Glenn, Jr. ; boots, 
shoes, etc.; reported petition in bankruptcy. 


ARKANSAS—Pine Bluff—In the Sept. 12 
issue of the BOOT AND SHOE RECORDER it was 
reported that a bankruptcy petition had been 
filed, naming Nate Finkelstein. This should 
— been N. Finkelstein, trading as The Star 
tore. 


CALIFORNIA—Los Angeles—Isadore H. 
Gevins (Angeles Mesa Shoe Store) (5412 Gren- 
show Blvd). 


ILLINOIS—Chicago—Samuel J. Glazer (3219 
Armitage Ave.) ; boots and shoes; reported as- 
signed. 

Simon Meltzer (LeClaire Bootery) (5120 Ful- 
lerton Ave.) ; boots and shoes; reported offering 
to compromise. 

Charles F. Thompsen (6328 Ashland Ave.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy; reported receiver appointed. 

Weitsen, Inc. (65 E. Monroe St.); boots and 
shoes; reported petition in bankruptcy. 

MASSACHUSETTS—Boston—Joseph _Lieber- 
man (1194a Blue Hill Ave.); boots and shoes; 
reported assigned; reported offering to compro- 
mise at 25 per cent. 

MICHIGAN—Detroit—Irving Litinsky (15386 
Livernois Ave.) (Lion Shoe Co.); boots and 
shoes ; reported petition in bankruptcy. 

MISSOURI—Caruthersville—Lee Wolf; boots, 
shoes, etc.; reported petition in bankruptcy. 

NEW JERSEY—Maplewoed—Joseph Abbott; 


boots, shoes, etc.; reported called meeting of 
creditors. 

NEW YORK—Jamaica—Emanuel Loeb]; boots 
and shoes; reported called meeting of creditors. 

New York City—Bernard & Maufre, Inc. (1363 
Sixth Ave.); mfrs. and retailers boots and 
shoes; reported assigned. 

General Footwear Corp.; shoe manufacturers ; 
reported petition in bankruptcy. 

Herzlich-Schoen, Inc. (57 W. 19th St.) ; shoe 
manufacturers; reported petition in bankruptcy. 

NORTH CAROLINA—Raleigh—Kline & Laz- 
arus Co.; department store; reported petition 
in bankruptcy. 

OHIO—Akren—Jacob Wolf (East Akron Cut 
Rate Store) ; boots, shoes, etc.; reported petition 
in bankruptcy. 

Fostoria—Church Shoe Co.; boots and shoes; 
reported assigned. 

Steubenville—Michael Levinson (L & L Shoe 
Store); boots and shoes; reported petition in 
bankruptcy. 

PENNSYLVANIA—Bradford—-S. J. Shatara; 
boots, shoes, etc.; reported offering to compro- 
mise. 

Erie—Isaac Starky (1313 Parade St.); boots, 
shoes, etc.; reported petition in bankruptcy. 

Philadelphia—Cletter, Goodman & Heft; shoe 
manufacturers; reported receiver appointed. 

TEXAS—San Benito—C. B. Chase (Chase’s 
Bootery) ; boots and shoes; reported petition in 
bankruptcy. 





NEW SHOE STORES 


New York, N. Y.—La Tour Shoes, Inc., 1345 
Broadway. 

New York, N. Y.—La Tour Shoes, Inc., 1003 
Southern Blvd. 

Brooklyn, N. Y.—La Tour Shoes, 
Flatbush Ave. 

Newark, N. J.—703 Broad St. 

Clinton, Mo.—F. C. Waldron. 


Brooklyn, N. Y.—Snyder Hat Stores, 101 Flat- 
bush Ave. 


: New York, N. Y.—New York Shoe Exchange, 
ne. 

New York, N. Y.—Eton Shoe Co., Inc. 

New York, N. Y.—Beverly Shoes, 488 E. Tre- 
mont Ave., Bronx. 

New York, N. Y.—Ace Shoe Store, 1037 E. 
168rd St., Bronx. 
‘ Ypsilanti, Mich:—Frank Minniss, 12 N. Huron 
t. 
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Zumbro Falls, Minn.—J. D. Cutting Co. 

Cadillac, Mich.—Hartley-Sisson, Inc., 
Mitchell St. 

Gordonsville, 
Store (soon). 

Philadelphia, Pa.—Family Bargain House, 2126 
N. Front St. (soon). 

Vass, N. C.—L. H. Furr. 

Madison, W. Va.—Madison Department Store. 

Hartwick, Iowa—E. H. Benton. 

New York, N. Y.—Peppy Shoes, Inc. 

Haverhill, Mass.—C. B. Shoe Co., 16 Walnut 
St. (mfrs.). 

Cincinnati, 
(mfrs.). 

Beaver Dam, Ky.—D. C. Young. 

Marseilles, I1l.—Marseilles Department Store. 

Kirksville, Mo.—Grand Leader, 109 W. ‘Wash- 
ington St. 


104 S. 


Va.—Gordonsville Department 


Ohio—Delaney Wood Heel Co. 
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Sally, S. C.—W. H. Sally Co., Inc. 

Newark, N. J.—Herbert A. Hall, Inc. 

Boise, Idaho—C. C. Anderson Co. (soon). 

Bosten, Mass.—A. Bloom Shoe Co., 206 Essex 
St. (mfrs.). 

Parma, Ohio—Ridge Dry Goods Co. 

West Lafayette, Ind.—A. L. Gabler, Inc. 

Nashville, Tenn.—La_ Follette Department 
Store. 

Paterson, N. J.—The Surprise Store, 63 Broad- 


way (soon). 
Oswego, Second and 
Austin and Fourth 


Bridge Sts. 
— Tex.—M. C. Levi, 
_™ York, N. Y.—Peppy Shoes, Inc 
Haverhill, Mass.—-Calvin Shoe Co., 54 Wingate 


N. Y.—Samuel Baum, 


St. 

Lowell, Mass.—Nashua Shoe Co., 522 Broad- 
way. 

Dover, Del.—Enzel of Paris, Inc. 

Greenville, Ill—-Wise-Genre Clothing Co. 
(soon). 

New Orleans, La.—Baker Shoe Co., 333 Canal 
St. 

Milwaukee, Wis.—The Nisley Co., H. H. 
Shuter, agent. 

Chicago, Ill.—Greenlee Shoe Corp., 160 N. 


LaSalle St. 

Sharon, S. C.—Perry Bros. 

Detroit, Mich.—S. Blum, Inc. 

Tampa, Fla.—Cinderella Shoe Store, Inc. 

Schuyler, Neb.—Brown-Ekberg. 

Bassett, Neb.—Rock County Cash Store. 

Hemingford, Neb.—H. Essay Store. 

Fremont, Neb.—F. G. Houdek. 

Grand Marais, Minn.—Fred C. Preine. 

Park Rapids, Minn.—F. H. Koplin. 

Bayview, Idaho—Thos. Krotzer. 

Brownsmead, Ore.—Farnsly & Hart. 

East Detroit, Mich—Henry Van Hoeck, Cut- 
ler Bldg. 

Albion, Mich.—H. A. Malott, 115 S. Superior 


St. 
Toledo, Ohio—Allen’s, 405 Adams St. 


Columbus, Ohio—F. & R. Lazarus Co. (new 
department). 
Cleveland, Ohio—Normal Shoe Co., 1966 E. 


Sixth St. 
Seattle, Wash.—Saad Shoe Repairing Co., Inc. 
Mt. Vernon, Wash.—Hawkins Shoe Store. 
Portland, Ore.—Gallen Kamp Stores, Inc. 
Kelso, Wash.—Andrew Stantson, 211 S. Pa- 
cific Ave. 
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BOOTS AND SHOES 
Advance Theatrical Shoe Co., Chicago, Ill.. 64 


Athletic Shoe Co., Chicago, Ill............. 68 
Ault-Williamson Shoe Co., Auburn, Me.... 33 
Avenue Shoe Co., St. Louis, Mo........... 47 
Bass, G. H., & Co., Wilton, Me........... 62 
Bleecker Shoe Co., New York City........ 53 


Blog Shoe Co., Inc., New York City....52, 66 
Blue Ribbon Shoemakers, St. Louis, Mo.... 25 
Booth, Walter, Shoe Co., Milwaukee, Wis. 34-35 
Brooks Shoe Mfg. Co., Philadelphia, Pa... 66 


ay eS CRA 0:00 00 00065 0sldces 70 
Burdett Shoe Co., Lynn, Mass............. 62 
Burns, J. R., Shoe Co., Endicott, N. Y... 54 
Capesio, Mew York Clty... ..ccccccccess 64, 68 
Chase, W. S., & Sons, Haverhill, Mass.... 60 
Chicago Footwear Co., Chicago, Ill........ 66 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 
DE hin 56 50665 6:0dis 06000040506 008 000s 58 


Colt-Cromwell Co., Inc., New York City... 72 


Corcoran, Joseph F., Shoe Co., Brockton, 
EE ets 655d d50RIDS OOS Daw ee LA TNS 


Curtis Shoe Co., Ine., Marlboro, Mass.... 10 


Devine & Yungel Shoe Mfg. Co., Harris- 
I Ns carcae teede cedaes satel vecckwe 


Duane Shoe Co., Inc., New York City.... 53 


Dyer & Hall, Inc., Auburn, Me........... 8 
Ebberts, John, Shoe Co., Buffalo, N. Y.... 60 
Eby Shoe Co., Inc., Ephrata, Pa........... 69 
Enna Jettick Shoes, Inc., Auburn, N. Y... 29 
Evans, L. B., Son Co., Wakefield, Mass..... 60 
Ford, C. P., Co., Rochester, N. Y.......... 69 
Friedman, B., Shoe Co., New York City.... 52 
Gilbert Shoe Co., Thiensville, Wis.......... 62 
Gustin, M., Co., New York City........... 66 


Hoyt, F. M., Shoe Co., Manchester, N. H.. 58 


Ideal Baby Shoe Co., Danvers, Mass....... 62 
Kendall Skse Company, Haverhill, Mass.... 68 
Killoran, W. M., Lynnfield, Mass.......... 64 
Kreider, A. S., Shoe Co., Annville, Pa..... 65 
Krippendorf-Dittmann Co., Cincinnati, Ohio 3 
Levey Bros., New York City.............. 52 
Lyons & Co., New York City............. 53 
McElroy-Sloan, St. Louis, Mo....... 2nd Cover 
Musebeck Shoe Co., Danville, Ill........... 5 
Natural Bridge Shoemakers, Lynchburg, 
EE eo ek eae Fs ee ay ee 67 
Nettleton, A. E., Syracuse, N. Y.......... 58 
Old Colony Shoe Co., Brockton, Mass...... 58 
Packard, M. A., Brockton, Mass........... 58 
Pedigo-Lake Shoe Co., St. Louis, Mo....... 1 


Posner, Dr. A., Shoes, Inc., New York City 52 
Richards & Brennan Co., Randolph, Mass.. 58 


Roth Shoe Co., Philadelphia, Pa.......... 64 
Sandler, A., Boston, Mass.................. 70 
Schwartz & Herder, Inc., Philadelphia, Pa... 66 
Shaft-Pierce Shoe Co., Faribault, Minn..... 62 
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Si-En-Tiffick Shoe Co., Columbus, Ohio.... 59 
Smith, J. P., Shoe Co., Chicago, Ill.....60, 63 
Stacy-Adams Co., Brockton, Mass.........- 58 
Stetson Shoe Co., Philadelphia, Pa......... 23 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass............ 38-39 
Dewey & Almy Chemical Co., Cambridge, 
BEOEB.. .- cc cvvacddavecccevondesaes Front Cover 


Evans, John R., & Co., Camden, N. J...30-31 
Foerderer, Robert H., Inc., Phila., Pa.... 61 


Hamel, L. H., Leather Co., Haverhill, 


ee Pree ore ee 4th Cover 

Hubschman, E., & Sons, Phila., Pa........ 46 
Lawrence, A. C., Leather Co., Peabody, 

Di: -cttveceaathge Seana eenwees wabenee 72 


Lima Cord Sole & Heel Co., Lima, Ohio.. 57 
New Castle Leather Co., New York City... 51 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston, Mass......... 80 

Kelly, Geo. J., Inc., Lynn, Mass........... 40 

Mears, Fred W., Heel Co., Inc., Boston, 
BOR, wns ani ssu avenues se sar cemarmicnsing 50 


Spaulding Fibre Co., North Rochester, 
N. H. 


PEPE Pere ee 3rd Cover 

Tubular Rivet & Stud Co., Boston, Mass... 76 

United Last Co., Boston, Mass............. 48 
United Shoe Machinery Corp., Boston, 

Ds cs watesa dares slo ee oes oes Kc cuaeeeun 4, 71 


SHOE ACCESSORIES 
Gregory & Goldberg, Inc., New York City.. 75 


Shoe Lace Co., Ltd., Providence, R. I...... 73 
Vanity Novelty Works, Brooklyn, N. Y.... 75 
Williams Mfg. Co., Portsmouth, Ohio...... 70 


SHOE STORE EQUIPMENT 
American Seating Co., Grand Rapids, Mich. 42 


Camden Aircraft Co., Chicago, Ill......... 75 
Grand Rapids Store Equipment Co., Grand 
RIES PUMENOER So's 5 035.49 5. 614:8 5S re si sloGe.nce 5-978 43 
Pollinger, M. D., Co., Cincinnati, Ohio.... 75 
Shoe Form Co., Auburn, N. Y............. 64 
MISCELLANEOUS 
Glauberg, Max, New York City............ 75 
Hotel Forrest, New York City............. 72 
Hotel Lincoln, New York City............ 63 
Hotel New Yorker, New York City........ 72 
Hotel Winthrop, New York City.......... 75 


Kirsch-Blacher Co., Inc., New York City... 75 
Mandel Engraving Co., Milwaukee, Wis.... 75 


Poster & Deutsch, New York City......... 75 
Simon, I., Co., New York City............ 75 
Stephenson Laboratory, Boston, Mass...... 75 
Tanners’ Council of America............. 79 


78 





“Casey” Jones with Heywood 


E. Casey Jones, for many years a 
figure on the West Coast as a member 
of the Holland Shoe Company, has 
joined the sales staff fo the Heywood 
Boot & Shoe Co., Worcester, Mass., and 
will make his first trip for the Worces- 
ter house Oct. 1, over his old territory. 

Mr. Jones,.who has built up a large 
following in the retail field in this sec- 
tion of the country, will cover the en- 
tire Western and Coast states, as well 
as Honolulu, for the house of Heywood. 


Dewey & Almy Co. Appoint Davy 


BostoN—The Dewey & Almy Chem- 
ical Company, Cambridge, has an- 
nounced the appointment of The Davy 
Textile Company, Cincinnati, Ohio, as 
its representative in Ohio,- Kentucky 
and Indiana for the sale and distribu- 
tion of Darex Gold Seal Cements, Da- 
rex Insoles and Darex soles and heels. 

J. W. Davy, who heads the new sales 
agency for Dewey & Almy Co. in these 
states, is well known in the shoe manu- 
facturing field in the West, having for 
years represented similar lines of well 
known products in this territory. 


May Company to Expand 

CLEVELAND—The May Co., Cleveland, 
Ohio, due to the recent addition of two 
stories to their store, are increasing 
the size of their women’s shoe depart- 
ment and moving from the first to the 
third floor. Seating capacity will be in- 
creased to about 300 chairs. The move 
will be completed in a week or two. 
Joseph R. Minco is the veteran shoe 
buyer at May’s. 


Pizitz Buys Drennen’s Stock 


BIRMINGHAM, ALA.— The stock of 
Drennen’s balcony shoe department 
was purchased recently by Pizitz. It 
was also announced that W. C. Peeke, 
for many years buyer for Drennen 
would go over to Pizitz. 

Drennen’s, one of the oldest depart- 
ment stores in Birmingham, was re- 
cently merged with Louis Saks. 


Decide on Open Shop 


MIDDLEBORO — Leonard & Barrows 
Company, one of the South Shore’s old- 
est manufacturing firms, last week an- 
nounced a new production program 
calling for an open shop, for the pur- 
pose of making a new line of men’s 
shoes to retail at $2.95 a pair. 
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SHOE MANUFACTURERS 
and 


SHOE RETAILERS 





‘are urged to attend the 


Official Opening of American Leathers 


for Spring and Summer — 1932 
Hotel Astor — New York — October 8-9, 1931. 
(Thursday—10 A.M. to 10:30 P.M. Friday—10 A.M. to 8 P.M.) 
Held in conjunction with the 


Joint Styles Conference of the Shoe and Leather Industries. 


NEW NEW 
LEATHERS STYLES 


NEW NEW 
COLORS IDEAS 


In these uncertain times it is most essential that all alert merchants be 
fully conversant with the new trends affecting their business. 

Practically every important American tanner of upper leather will dis- 
play his new lines at this Official Opening. . 

Every keen shoe manufacturer should arrange for the attendance of his 
style creator as well as his leather buyer. 

Every enterprising shoe retailer should be present with those of his staff 
concerned with the buying of footwear. r 


Do not fail to reap the benefits that accrue from this orderly, dignified 
business exhibition devoid of all extraneous factors. 
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You have our assurance that it will be time well spent. . : 
: 
TANNERS’ COUNCIL OF AMERICA »: 
Exhibit Committee : 
J. J. Lyons Si 
J. W. Griess a 
J. T. McCauley re 
G. H. Mealley Salk 
F. H. Miller x 
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INVISIBLE 


A can of Invisible Middlesole and—a putty knive—is all you clic 

need to fill shoe bottoms the modern way. iiickcciiliia is 
Invisible Middlesole provides an even tread, assures absolute 1. rr FORMS A 3 PLY UNIT 
protection against moisture, cold or dampness penetrating to 2, PREVENTS AIR POCKETS 
the inner sole and retains a maximum flexibility—all in one 3. UNIFORM FLEXIBILITY 


4, RESISTS MOISTURE 


simple operation. 


5. RESISTS HEAT & COLD 


6. PREVENTS BUNCHING 














Yes (t% d LD LN GE 


A VULCO PRODUCT made by 


BECKWITH: MFG:COMPANY 


STATLER BUILDING «+ « + BOSTON, MASS. 
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NO. 6 OF A SERIES PRESENTING SPAULDING’S COUNTERS TO SHOE BUYERS EVERYWHERE 


PAULDING' 


Counters 





Looking at this il- 
lustration, how- 
ever, we note that 
no gapping coun- 
ter is to be seen 
but rather one 





This picture shows 
another common 
failing of counters 
of the usual style. 
Here, as we look 
down upon the last 

to which an ordin- that fits snugly— 
ary counter has due to. the oe 

that this is 


been tacked, we ae ia Fa } 
see a “bulge’’ on i ‘ ¢ Spaulding SHANK 
one side. a 2 f FIT counter. 


TO OVERCOME THAT 
FATAL “BULGE” 


Did you ever notice that some shoes are fat and bulgy along the side walls 
of the vamp where it is supported by the counter? 

The reason is that the counters used did not receive the proper shaping 
at the hands of the laster. Or, they did not retain their shape when the 


shoe was removed from the last. 
There is now a way to protect your shoes against this “fatal bulge” thus 
insuring their stylish shapeliness at all points. 


SPECIFY SPAULDING’S 
Shank Fit COUNTERS 


—the kind that are permanently shaped, when made, to exactly conform to 


the lines of the last. 
Your manufacturers will gladly use Spaulding’s Shank Fit Counters if 


eae a 
PAOLDING' 


SHANK -FIT 
Counters 


paulding-t it pany, Inc. 
NORTH ROCHESTER NEW HAMPSHIRE 
Boston Office: 203°B Albany Bldg. 
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Look at the Linings” 


Mr. Willis A. Trafton 
of DINGLEY-FOSS SHOE CO. 


AUBURN, MAINE 


SQ@Yy8 . - - “Smooth linings are an abso- 
lute certainty with Nu-Process 


Lining Leathers.” 


The consistent increase in shipments of HAMEL LINING LEATHERS, year 
after year, is ample evidence that the retail shoe man recognizes the value 
of smoother, more durable linings as keenly as this manufacturer. The ship- 
ments of the first eight months of this year are 31.12 per cent greater than 


the same period in 1930. 


L. H. HAMEL LEATHER CO. 


SPECIALISTS IN LINING LEATHERS 
TANNERY AT HAVERHILL, MASSACHUSETTS 
BOSTON SALES OFFICE: 164-168 SOUTH STREET 


WILLIAM G. BLAIN GEO. W. NEWMAN JOSEPH S. SALOMON 
Philadelphia Pa. LEATHER CO. Seiderman, Salomon Co. 
Columbus, Ohio New York City 
JOHN B. DAILEY & CO. 


St. Louis, Mo. NORMAN NELSON F. DOLL & COMPANIA 
St. Paul, Minn. Havana, Cuba 
JOHN T. QUINN 
Rochester, N. Y. A. G. MOONEY, LTD. J. ALBA 
Montreal, Canada Mexico D. F., Mexico 
GEO. W. NEWMAN 
LEATHER CO. RAYMOND H. THAYER JOHN R. H. WARD 
Cincinnati, Ohio London, England Milwaukee, Wis. 
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